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PEORIA LIFE ||%:4 
INSURANCE COMPANY || <i 


offers to its agents 
& program of constant 
all~year-round service ~ the 
practical kind of service that 
epee makes them successful 
PAUL HAWKINS Co-cpesadion 
Four years ago a country-town and prosperous. Headquarters 


"4 —rec ly c t t - 
agent—recently promoted to state Peoria Life Home Office Building 
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Helping with the Sale 
—and Afterward 


There must be something out of the ordinary in Peoria Life policy contracts, som 
thing unusual about Peoria Life service to its agents. Otherwise the Peoria Life Agency 
Force could never have brought its business in force to the Hundred Million mark in 
the short space of sixteen years 
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But life insurance has this peculiarity, that a sale is not closed by a single selling 
Every year the insured buys his policy anew. Every time he pays a premium, he must 
revive the intention and repeat the decision with which he signed his original applica 
tion New business is important, but a consistent renewal record is just as essential if 
an agent expects to get ahead and make a success in the business 


Peoria Life Service helps Peoria Life agents in getting business, and it helps them 
also in the important matter of holding it he effectiveness of this service may best 
be judged by its results: 


After deducting death claims, matured endowments, and termin- 
atious from every source, the Peoria Life has for years main- 
tained a net renewal rate of better than ninety percent. 
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Incidentally this record is a pretty good indication that Peoria Life policyholders 
are satisfied and happy in their relations with the Company And that ts another big 
asset for Peoria Life agents 


PEORIA LIFE INSURANCE COMPANY—PEORIA, ILLINOIS 














Knights of The Needy! 


N THESE AFFLUENT TIMES when so much is being said and printed about million-dollar 
policies taken for the purpose of paying estate and inheritance taxes on great fortunes, it is 
well for us to lower our eyes once in a while and observe the blessings brought to those in hum- 

bie walks of life by those lowly full-time and part-time life insurance advocates who toil day in and 
day out among those prospects to whom the premium on even $1,000 of life insurance means some 


personal sacrifice. 


Do you think that the story of Mr. Million Bucks, who recently passed away, and who by carrying 
several millions of life insurance saved his estate from being “gypped” by Uncle Sam to the tune of 
two millions of dollars, impresses the advantages and the solemnity of life insurance upon the heart 
and mind of Mr. Average Citizen as profoundly and reverently as does this letter from a little girl 


whose father left her only $1,000 of life insurance? 








Morris & Plunkett, District Managers 


Illinois Life Insurance Co. Kewanee, Illinois, 
Viola, Illinois February 22, 1924 
Gentlemen: 





I received your letter telling me that you paid my guardian $1,000 on the life insurance 
| policy carried by my father who died a short time ago. I am more grateful than I can tell 
you, as this money will not only be a great help to me but to my mother, as without it, I 
would be dependent upon her entirely. She works every day and we live with my grand- 
mother who is not at all well. 

For many months jist past I have been crippled. I broke my ankle and tuberculosis set 
in the bone, so for a long time I had my foot in the cast and had to use crutches, The 
last six months I have been wearing a brace and going to school. Now the doctor says my : 
foot is cured but I will have to be careful always, so I want a good education and the 
money will help my mother to send me through school. 

Yours very truly, 
P.S. Many thanks to you. (Signed) Miss Irene Bell Wallace. 











KNIGHTS OF THE NEEDY! Indeed they are, those splendid men who strive in season and out 
of season to insure those humble fathers and mothers, the payment to whose children of one thousand 
dollars of life insurance money means more to the heart and security of America than all the million- 
dollar life insurance payments that have or ever shall be made to the beneficiaries of millionaires, 
The Illinois Life operates in only seven states, Illinois, Indiana, Kansas, Michigan, Missouri, Okla- 
homa and Georgia. 


We are not seeking representatives from the organizations of other companies, and we do not ac- 
cept any brokerage business, therefore, this advertisement is published solely for the encouragement 
of those men who may sometimes feel that because they do not write large policies they are not of 


much value in the life insurance world. 


Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 
GREATEST ILLINOIS COMPANY 
Illinois Life Building, 1212 Lake Shore Drive 





The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 
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ness will be so large that it will offset 
the advantages. There were few com- 
panies among those expressing this 
view, however, and, in fact, most otf 
those using the plan and many of the 
companies that have not yet adopted it, 
reported that they did not believe the 
lapse rate ng oe be so severe as to 
counteract the increased sale. One sur- 
prising fact brought out was that of the 
31 companies using the monthly pre- 
mium plan, 10 require no additional 
premium above that chareed for the 
quarterly plan. Some accounted for this 
by their system of premium collections 
while others merely stated that they 
did not believe an extra charge was 
necessary. One very unique and satis- 
factory plan was outlined whereby 
monthly premiums are called for on 
the policyholder’s bank and the drafts 
honored by previous authorization, thus 
enabling a collection with no more cost 
than any other plan of »nremium 
payment. 


TROPHY IDEA IS SPREADING 


Movement Started at San Francisco by 
F. W. Heron to Be Taken Up by 
Other Associations 


started at San Fran- 
Heron, Pacific Coast 
supervisor of the Fidelity Mutual Life, 
presented to the Northern Association 
of California Life Underwriters what is 
to be known as the Heron Trophy, is 
likely to be extended to other sections 
of the country. Under the terms of the 
presentation by Mr. Heron, the trophy 
is to be awarded to the member of the 
association who has, in the estimation 
of the committee of control, during the 
previous fiscal year, rendered the great- 
est service to the association or to the 


The movement 
cisco when F. W. 


cause of life insurance. This can con- 
stitute duties performed; any act of 
self sacrifice or service in connection 


with life insurance or its application to 
human needs; any original idea, the de- 
velopment of which has resulted in fur- 
thering life insurance service, either 
educational, legislative or humanitarian, 
or any other service or activity deemed 
worthy by the committee 

Association leaders in various parts 
of the country have recognized the 
value of such a movement in stimulating 
and encouraging greater interest in the 
life underwriters’ associations. They 
believe it will place the association in 
position to better recognize and reward 
service and efforts put forth by the 
members and to help bring all members 
into closer cooperation in spreading the 
practices and principles of the associ- 
It is felt, furthermore, 


ation movement. 
that it will develop a conscience that 
will more rapidly bring life underwrit- 


ing as a profession into its proper place 
in the business world. 

Edward A. Woods of Pittsburgh and 
several others have already agreed to 
present similar trophies to their 
ciations. It is believed that there is 
someone in each of the larger associ- 
ations at least who will gladly contrib- 
ute a trophy in recognition of service, 
and it is considered only a question of 


asso- 


time when most of the larger associ- 
ations will have something along this 
line 


New York Die Course 
rhe New York Uni- 


versity Life Insurance Training Course 
will be open for registration from now 
until Oct. 1, and the courses will actu 
ally begin Oct. 6. The New York Life 
Underwriters Association is urging 
agents to take the course. 


fall term of the 


Kentucky Guard Seeks Insurance 


The Metropolitan Life is submitting 
plans for group insurance on the Ken- 
tucky National Guard, the total amount 


of which will be about $4,500,000, accord- 
ing to the estimate of Adjutant General 
James A, Kehoe Commissioned officers 
will receive $5,000, non-commissioned 
officers $3,000 and enlisted men $2,000. 
The insurance is optional to the mem- 
bers 
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SECURITY LIFE MEETS 


AGENCY BUILDING DISCUSSED 
Tells of Planning Work for Highest 


Efficiency of Agency and 
Individual Salesman 





At the final session of the convention 
of the $100,000 club of the Security Liic 
of Illinois, held in Chicago last week, 
A. P. Thomas, general agent at Owens- 
boro, Ky., spoke on planning the work, 
both for the agency and ior the indi- 
vidual agent. To build a perfect agency, 


the leader must first foresee just what 
he wants, then make a thorough self 
examination so that he will understand 


his own qualifications. A thorough sur- 
vey of his territory is essential in order 
know the field in which he 
Finally, he must take stock 
force. He must know his 
can determine who can 
work alone and who should work with 
someone else, and how to combine them 
for the highest efficiency. 

It is necessary for both the agency 
and the individual agent to determine a 
quota for the year, month, week, and 
day. A thoroughly outlined program is 
needed, and this must be closely fol- 
lowed. The agent must expect to 
bat ignorance, competition, crookedness 
and selfishness. He must meet the ig- 
norance of the public with simply stated 
facts, endeavoring to show the real na- 
ture of insurance. He must be prepared 
to overcome competition with full infor- 
mation of this business, his policies ana 
his company. To combat the selfish- 
ness which he sometimes meets, he must 
have full information, and the necessary 


is to work. 
of his agency 
men, so that he 


com- 


tact to show his commodity as a benetit 
to the individual. The agent should not 
be dissatisfied, but he must be eternally 


unsatisfied. 

Agency building was discussed by J. F 
Bennett, general agent at Parkersburg, 
W. Va., from the standpoint of the 
country agency, and by William Hordes, 


NEW RECORD BY D. V. 


GARNER MADE MANAGER 





GOES TO TOLEDO TRAVELERS 


Well Known Ohio Insurance Man Who 
Has Held a Number of State 
Positions Creditably 





Miletus Garner, who has been con- 
nected with the Ohio State Life of Col- 
umbus, has been chosen vice- -president 
and sales manager of the Toledo Travel- 
ers Life of Toledo. Mr. Garner is pre- 
paring to make an active campaign for 
agents and business. He served in the 
Ohio insurance vy ey for a num- 
ber of years, was budget commissioner 
under Governor Willis and <" held 
other important state positions. le Be 
Schaefer has resigned as aes of 
the Toledo Travelers and F. W. C. Die- 
bel as vice-president. Judge Curtis T. 
Johnson was. chosen inatiians. For 
many years he has been judge of the 
common pleas court of Lucas county 
in which Toledo is located. R. C. Cald- 
well, superintendent of agencies, Be r¢ 
signed, his duties being taken over by 
Mr. Garner. The other officers remain 
as they are. Mr. Garner will be the 
active man in the company and will be 
heard from. 


general agent at Detroit, from that of 
the city agency. Mr. Hordes said that 
first of all the general agent must pos- 
sess honesty and integrity, that he must 


have inexhaustible energy for personal 
production, and be a cheerful loser. It 
expected that he will lose for 
the first few vears, but he needs a vision 
ct what his agency is to become in ten 
vears. Mr. Hordes has built up a strong 
agency in Detroit by seeking men out- 
side of the insurance field. He is con- 
tinually looking for men with the proper 
qualifications, and sometimes spends a 
year or two in securing the man he 
wants. He emphasized the fact that the 
human element in an agency must not 
be overlooked. 


is to be 


EDMUNDSON | 


| SHOWS ALABAMA TO BE KEY STATE | 


L AURELS for the 


highest applica 


cation ecord have apparently 
changed hands again. Report 
come trom Birmingham, Ala., of a new 


record set by Dan V. Edmundson, 
agency manager for the American Cen 
tral Life of Indianapolis in Birmingham. 
Mr. Edmundson’s reports show a total 
of 221 applications, 209 of which were 
completed medical examinations, all re- 
ported during the 31 days in August. 
It is particularly noteworthy in connec- 


tion with this achievement of Mr. Ed- 
mundson that he is the third life under- 
writer from Alabama to achieve honors 
in this connection this year. Several 
record shattering drives have been made 
this vear and four times since May the 
so-called “world’s record” has been 
broken, three times by Alabamans. H. 
: Scott of Alabama first set a new 


Hammond wrested 


high record. A. H. 


the honors from Alabama for a short 
time, but R. M. Vandiver quickly re- 
turned the laurels to the state. Mr 
Edmundson now takes on the position 
of first rank, holding the honors for 


Alabama. 


Is a Newcomer 


Mr. Edmundson is a newcomer to the 
life insurance field, his contract with the 
American Central having been effected 
barely a year ago, while his prior experi- 
ence was incidental to the banking 
business in which he was engaged. He 
has been best known to the residents 
of Birmingham as president of the 
Service Corporation, one of 
younger financial institu- 
tions. Among the services which this 
organization affords is a life protection 
department that has proved so effective 
1924 that both Mr. Ed 


Keystone 
Birmingham’s 


mundson and Grady W. ie vice- 
president of the corporation, qualified 
for membership in the American Cen- 


tral Life field club, an organization of 
top-notch salesmen. 

\iter insurance journals began to be 
full of the exploits of Mr. Scott and 
Mr. Vandiver, who converted Alabama 
mito a battleground for application 
hustlers, he felt the inspiration to strip 
them of their laurels. At this time the 
insurance papers were full of the de- 


¢ 


ails ot the application drive staged by 
i. E. Seott of Lemopolis, which re 
sulted 176 applications and set a new 
high mark for applications secured in a 
month. Then came the even greater 
attainment, scored by A. H. Hammond 
of Nashville, followed by a new record 
rung up by R. M. Vandiver of Montgom- 
ery. With the last development, the 
struggle had been converted into an 
\labama_ affair, and Edmundson was 
quick to enter the fray. It took him 
several days to get warmed up, however, 
and on Aug. 4 he had but two applica- 
tions in the home office. The volume of 
until, on Aug. 11, he reported 


cases rose 


1S applications in the same mail. Fro- 
that hour on he ran wild From early 
morn till far in the night he worked 


steadily, faithfully, savagely getting out 
to his prospects, getting his applicants to 
the medical staff so that policies might 
} 


issued at once He worked inces 
santly, and his sales were sales. There 
were no spurious applications among 
them, as proof of which 68 percent of 


the policies issued were mailed out 
within 24 hours after receipt of the ap- 
plications. None were gained by “high 
pressure” methods 


SURPLUS 1S INCREASED 


—___—. 


AMERICAN BANKERS STATUS 
Company’s Home Office Property Has 
Greatly Augmented in Value Be- 


cause of Many Improvements 


Officers of the American Bankers Lite 


of Chicago do not seem to be much 
worried over the fact that the company 
is not doing very much business these 


days although August closed with about 
$150,000 of new business. But, together 
with this amount, only about $250,000 
business has been written since the com- 
pany was again licensed by the Illinois 
department last spring. The control « 

the company, after it had passed throug 

a period ot prone was obtained by 


the Rowes of Jacksonville, Ill., who con 
trol the Cloverleaf Life & Casualty oi 
that city. The monthly premium bus 
ness of the American Bankers was re 
insured in the Cloverleaf, as that com- 
pany had facilities for handling the 


business and the American Bankers was 
practically without. agents 

The business of the Elgin Liie oi 
Elgin, Ill, which was acquired by the 
Rowes and placed on the books of the 


American Bankers, helped the showing 
of insurance in force somewhat. It is 
believed that another reinsurance deal, 
which if accomplished will place about 


insurance on the 
closed within 


millions of 
also be 


10 or 12 
books, may 
month or two. 


Good Financial Shape 


While the company is not doing a1 
active business these days, it is in a 
very fair financial condition and may 
become an active institution any time 
its officers choose to take this step. It 
has about $40,000 surplus now and its 


home office building and the apartment 
house adjoining are carried on its list 
of assets at a conservative tigure which 
will permit of marking up this item an) 
time it is decided to do this. The home 
office property was acquired, at the timt 


of the transfer of control, at $335,000 
Officials are quoted saying that this 
plot is now carried on the books at 


$350,000 and that $410,000 was offered 
for the property a few weeks ago whicl 
was declined. The apartment house ad 
joining is now giving the company $7, 
500 a year rental income without any 
expense, as it is sub-let by the lessee. 
In view of the proposed La Salk 
street bridge improvements, which in 
clude the widening of Ohio street, the 
company’s office being located at Ohio 
and Cass streets, it is believed that 


$500,000 may be a fair valuation of this 
property and that is the figure, it is 
understood, which the company asks for 


it. The Northwestern University im 
provements, a few blocks away, esti 
mated to be an expenditure of $4,000,000, 
will add still further to the value of this 
plot. It seems likely that if the Ameri- 
can Bankers desires to make a showing 
of increased surplus at the end of the 
year, this will be easily possible in line 
with correct business practice and with- 
out opposition by the Illinois depart- 
ment. 


ENTER SUB-STANDARD FIELD 


Pacific Mutual Makes Preliminary An- 
nouncement of Intention to Open 
Department for Its Men Only 


Mutual Life is planning 
sub-standard field for the 
but will not accept 


The Pacific 
to enter the 
benefit of its agents, 
any brokerage business. No definite 
announcement has been made, but nego 
tiations are under way to establish the 
rew department. The policies on sub- 
standard risks will be issued for a lower 
limit than for the standard class. It 
will probably be some months before 
the company is ready to make its entry 
into this field 
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BIG MASSACHUSETTS 
MUTUAL LIFE RALLY 


Three Day Conference of Com- 
pany’s Field Men Is Being 
Held This Week 


DISCUSS AGENT'S POSITION 


Massachusetts Mutual Life Holds Its 
Annual Agency Convention at 


Seaside Resort 


SWAMPSCOTT, MASS., 
[The Massachusetts Mutual 


ned more than 500 of its field force 


e this week at the 32nd annual c 
¢ ] ’ > 
ve n of the agents associat Reg 





sessions were on the pro for 
Tues lay, Wednesday and sday 
rnings, with a woman’s meeting and 
beginners’ class for Tuesday after- 
The remaining hours were given 

ver to golf and tennis tournaments for 


men and women and to rides to historic 
Salem. 

McClench of 
agents and 


nts abou Boston and 

William W 
greeted the 

principles which were 


President 

the company 
mphasized the 
the policy of the company 
total insurance in torce 
$1,114,000,000, and he ex 





nderlying 11 
e said the 
Sept 1, was 
pressed his appreciation of the excelle 
efforts of the company’s representatives 
Medals to 
Aiter W. H. Harkins of ter, 
N. Y., had put pep into the meeting and 
led several Superintendent o 
Agencies Joseph C. Behan 
nedals to six who had been 25 
! company, namely: George ( 
rad , Raymond D. Jewett and Miss 
Zaidee A. Scott of the home 
riles Blague of the home office agency 
Arthur Frazee of Syracuse, and E. A 
Schafer of South Bend, Ind. 

Iding Centers of Influence” was 
he first of the three morning topics, 
| were 
John W. Yates « 


Hughes of 


Veterans 


Songs, 
presented 


Vears 





omece; 








Must Cultivate Influence 


Mr. Fischer emphasized the impor- 


tance of getting big men, influential i 
factories, colleges, political affairs, to 


be boosters for the agents and thus 
pening fields for prospects. Mr. Yates 
was warmly applauded for his presenta- 
tior He declared the company’s stand 
rd has produced an influence for better 
ng and the agent has benefited by 
Mr. Hughes thought every age 
uld be a builder of good 
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, ~ ; 
the office door 
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Che agent must ha rd 
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ll of the office I t 
nd t aning er 
nsaid, you are speaks so loud 
t hear what you sav.” He prefers 
small centers of fluc e ft 


two large centers 
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Giles Blague of the home office spoke 


iefly on “Why the 30 Payment I ri 
ich he advised tor all men up to 2 
ears of age. It gives all the protectior 
led. pr id inos ¢ later 1 r 
eded, provides savings or tater years 
can be \ ll carmed T ictive 


Discuss Securing Prospects 


Mans for securing prospects was the 
il topic of the morning. B. Z. Nels 
Boston emphasized the joy of meet 
people Keep meeting new people 
vou will have more prospects than 
can sec he said He began business 
ng in his own family. Then he took 
s neighbors and then the whol 
eet and included his landlord and the 
ts. He urged agents not t ve dis 
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ULTIMATUM TO THE COMPANY 





Interesting Situation Recently Arose 


with Reference to the Agents of 


the Britannic Assurance 
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HOLD AGENCY MEETING 
CENTRAL LIFE’S CONVENTION 
Keynote of Entire Program Was Ren- 


dering Service to Policyholders 


and to the General Public 
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SECURITY MUTUAL MEN 
MEET IN BIG ROUNDUP 


Gathered at Home Office in Lin- 
coln Last Week for 
Conference 


WALTER CLUFF HEADLINE 


Agents Hear Addresses by Prominent 
Insurance Men From Other Com- 


panies at Annual Convention 
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Advocates Simplified Selling 


H. O. Withelm, state manager of the 
Vorthwesterr Nati nal ot Mir 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able || 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


“Conscientious Co - operation 
given Ambitious men, with or 
without previous experience.” 


HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


OF 


FORT WORTH, TEXAS 


























J. L. Mistrot Tom Poynor 
President Vice-President 
—— A SC ee OMS wa BL roe Wyo > 
Sree RODE See AOD EGR IED CIE Se CIE Sys 








Why Young Men Should _ | 
Become Insurance Agents 


Seven Reasons for Life Insurance Career 


Lire INSURANCE is founded on the rm 


highest ideals. So) 
It is capable of yielding a good income and 6, 
the satisfaction of accomplishment. <3 
It offers opportunities for real leadership. (3 
It brings the insurance producer in close NY 


association with big business and big busi- 
ness men. 

It requires education in business methods, 
law and finance. 

It is a field for workers, not shirkers. 

It is an alluring and practical calling for 
men of dynamic energy. 


























Lire INSURANCE COMPANY 


oF BOSTON. MASSACHUSETTS 


Over Sixty years in business. Now insuring nearly Two Billion 
dollars in policies on 3,500,000 lives. 

















gave a blackboard talk illustrating sales 
methods He said that in gaining a 
prospect’s attention he believed the first 
thing necessary was to mention the 
proposition and then to secure his con- 
sent toaninterview. The next thing is to 
state the proposition plainly and at- 
tractively, and to work the whole inter- 
view down to the question of whether 
he can afford to buy. If he can afford 
it, it is the agent’s job to sell him, and if 
he cannot, he should drop him. 

F. N. Croxson, state manager of the 
Equitable of New York, confined his re- 
marks largely to the law of average 
sales, and one interesting point he 
brought out was that the agent who 
thinks that he has lost his time when he 
fails to make a sale and that it is al 
profit when he does make one is mis- 
taken. The fact is that the 
him for all that he didn’t sell. 

Eight of the company agents qualified 
for the $150,000 club, made up of thos« 
who sold that amount or more from 
Sept. 1, 1923, to Sept. 1, 1924. The 
three leaders, who will serve as presi- 
dent, vice-president and secretary r 


sale 


spectively for the year, are Ray Davis 
and F. E. Morgan of Lincoln and Tom 
Moore of Grand Island. This was the 


second consecutive winning by Mr. 
Davis. 


TO HOLD GREAT CONVENTION 


Number of Agents Qualifying for Trav- 
elers’ Assembly in Canada Exceeds 
All Expectations 

HARTFORD, CONN., Sept. 9.— 
The number of agents who qualified for 
the sixtieth anniversary convention of 
the Travelers, to be held at the Chateau 
Frontenac, Quebec, P. Q., Canada, in 
September exceeded all expectations 
and it has been necessary to arrange 
the meeting in two assemblies instead 
of one. Half the delegates will attend 
the week of September 15 and the other 
half the week of September 22. There 
will be representativs from all parts of 
the country at each session. 

The quota by which agents earned the 
right to attend was considerably more 
difficult of attainment than that set for 
any previous convention of the Trav- 
elers, but in spite of this there were 
nearly three times as many qualifica- 
tions as for the Atlantic City convention 


held five years ago. This is indicative 
of the growth of the Travelers organi- 
zation both numerically and _ produc- 
tively. The programs for both weeks 


will bé identical. 

Among the speakers from outside the 
company’s ranks are the Hon. L. A. 
Taschereau, prime minister and attor- 
ney general of the Province of Quebec, 
the Hon. M. Perodeau, lieutenant gov- 
ernor of the Province of Quebec, G. D 
Finlayson, superintendent of insurance 
of the Dominion of Canada, J. B. Bel- 
anger, superintendent of insurance of 
the Province of Quebec, and Joseph 
Sampson, mayor of Quebec. 


Show Mortality Experience 


Tuberculosis was far and away ahead 
of all other causes of permanent and 
total disability on which claims were 
allowed by the Mutual Life of New York 


in the period from January 1, 1922 to 
March 31, 1924, according to hgures 
compiled by the company and distri- 
buted for the information of its agents 


in the various parts of the country. Fig- 
ures show that tuberculosis was respon 
sible for a total of 566 cases of permanent 
and total disability. Other causes were 


enumerated as follows: brain diseases, 
142; cancer, 36, heart diseases, 38; par 
alysis, 88; blindness, 25; nervous condi 
tions, 19; nephritis, 15; anemia, 15, 
rheumatism, 15; diseases of spine, 20, 


diabetes, 13; amputations, 18 fractures 
28; lethargic encephalitis, 27; injuries 
15. Among the minor causes were the 
following: appendicitis, 2; asthma, 1; op 
eration, 1; liver complaints, 5; gallstones, 
1; epilepsy, 6; goitre, 3; burns, 3; ab- 
tumor, 2. Ages incurred 
from 16 to 20—35; from 21 to 30—374; 
from 31 to 40—370: from 41 to 50—266; 
from 51 to 60—130 


scesses, 6: 
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USES PROMOTION PLAN 
MANAGERS ARE FROM RANKS 


Equitable Agency System Refutes 
Claim That Big Producers Are 
Not Good Managers 


NEW YORK, Sept. 9.—The Equita- 
ble Life method of selecting managers 
is to promote them trom assistant iman- 
agers, while assistant managers are usu- 
ally selected trom among the agency 
assistants. An agency assistant 1s a 
commussioned salesman whose traveling 
expenses are paid in his work in assist- 
write business. His com 
pensation comes irom the comunissions 
split with the agent with whom he 
works. lf an agent wants to become an 
agency assistant he is told to show what 
he can do by bringing in some new men 
and helping them write business. 


ing agents to 


Makes Producers Managers 
This brings out the fact that under 
the present system ot the Equitabie to 
become a Manager one must be able to 


write business. A lot has been said 
about managers not necessarily being 
abie to produce business 1n order to be 
good managers. But that is not the 


tquitable viewpoint. Admittedly a $1,- 
0U0,000 producer is not always a good 
manager. In tact, he is not likely to 
be a good manager. The $250,000 man 
is much more apt to be the one who 
can take hold of an agency and deveiop 
it 
Big Producer Too Decided 

The $1,000,000 producer is very com- 
parabie to a prima donna, according to 
Vice-President John A. Stevenson. He 
many of the characteristics of the 
leading ladies ot the operatic stage. Ne 
has been a success and knows it and 
is inclined to teel that his methods are 
the only methods. He regards aii others 
as worthiess because he has proven to 
his own satistaction that his way ol 
getting business is one that works sat- 


has 


istactorily. Such a man is not a good 
one as manager. A manager must ve 
aware of many different ways oi going 


alter busiess, must know that difterent 


men must work in ditterent ways and 
must be able to suit his ettorts to the 
man with whom he is working. 


The manager must be able to produce 
business and must occasionalty get out 
on a case with an agent and tussel tor 
business. If he does not he is very apt 
to grow stale. Even Mr. Stevenson 
himself said that he would not tee: rignt 
if he could not get out on a case once 
in a while. 


NEW COMPANY INCORPORATED 


Mutual Interest Life of Omaha Is 
Launched to Write Life and 
Accident Policies 

OMAHA, NEB., Sept. 10.—The Mu 
tual Interest Life of Omaha has filed 
articles ot incorporation with the insur- 
ance department of Nebraska, which 
have been approved by Governor Bryan, 
its head. The company will write lit 
and accident indemnity. Edwin T 
Swobe ot Omaha, a veteran insurance 
man, is president; G. H. Cramer, secre 
tary-treasurer and Charles T. Gruenig, 
vice-president. These, with C. C. Criss, 
D. A. Johnson and James Allen, torm 
the board of directors. Other incorpor- 
itors are C. S. Heimbauch, T. J]. McCor 
mick, G. F. Jones, Frank J. Norton and 
John L. Neiderst ‘he articles set up 
that the company shall reinsure its risks 
in some old line le gal reserve lie com- 








pany authorized to transact business 
Nebraska until the company shall have 
at least 300 members whose policies 


to $750,000. 
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E. A. Fisher, for many years connect 
with the Bankers Life of Des Moines 
dead He was 60 vears of age He was 
1 native of Pennsylvania and had beet 
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| BANKERS LIFE INSURANCE COMPAN 
| OF NEBRASKA 


Home Office: 
Assets’ - ° 








Lincoln, Nebraska 


$24,000,000.00 


FIFTEEN PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
FIFTEEN YEAR SETTLEMENT 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





Pittsburgh, Pa., July 28, 1924 
Bankers Life Insurance Co 
Lincoln, Nebraska 


Gentlemen: Fifteen years ago today I purchased policy No. 33645 from your agent 
n this city on the fifteen payment life plan, deferred dividend which matures today. 


I am receiving through your Pittsburgh Branch your check for $226.75 for the divi 
dends that have accumulated during the fifteen years I paid in premiums. I also am in 
receipt of the said policy fully endorsed paid up, participating annually in future profits. 





This I consider a very valuable investment for the reason that it gives me $226.75 





in cash that is always very good at any time and I have created for my estate an asset ° 
i of $1,000.00, payable to them in event of my death, and I will also receive whatever Name of Insured.......... Samuel Richman 
i annual dividend your company has to hand me at the end of each year Residence............... oe we Pittsburgh, Pa. 
I want to take this opportunity of thanking you for the prompt and satisfactory Amount of policy Pere ee em, | $1000.00 
settlement and will take great pleasure in recommending the Old Line Bankers to any T 1 . id 
of my friends who might be seeking life insurance otal premiums paid..... ........ 536.25 
Yours truly, 
SAMUEL RICHMAN SETTLEMENT 


| Total cash paid Mr. Richman $226.75 and a 
paid up participating policy for $1000.00. 





If interested consult one of our agents or write 
Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 
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Story of the INTER-SOUTHERN LIFE 


THE BUSY BEST PEOPLE 


of the world. That is why the chain store idea 
succeeds. This is the reason for the EMPIRES 
OF BUSINESS that are now being built. Any 
institution is patronized upon merit. Nothing 
else matters, except, of course, with the idlers 
and whittlers. But then, in the end, they do not 
count, 


THE BEST PROSPECTS are the brainy, busy 
men and women who buy service. It is these 
quality buyers that have builded the NEW 
EMPIRES OF COMMERCE and industry and 
finance, and builded our 


You remember what people said about Mr. Ford 
and his car, and then the period of the wiseacres 
when they said “WE ARE WATCHING HIM.” 

But the big men of the country did not say 
these things. They patronized him; they bought 
Fords for the traveling salesmen, light delivery 
and for other uses. These busy men and women 
were BUSY WITH THEIR OWN. But they 
bought service afd quality and economy. They 
did not bother about age, size or geographical 
location, or any other finesse. The leading men 
and women of today are buying service and 
economy more than ever before in the history 


STATEMENT OF PROGRESS 


Total Reserve and 











Insurance 


itted Surplus to 

send ame in Force Policy holders 
| re $ 326,508.78 $ 3,182,597.00 $ 271,952.37 
eae 1,719,228.64 15,088,585.00 930,680.98 
| | 2 Gees 4,506,612.89 36,260,222 00 4,396,139.5S 
| | eae 4,664,170.30 37,000,000.00 4,542,698.10 
eee ; RRR eee 4,820,779.76 37,800,000.00 4,803,670.12 
: INTER: SOUTHERN LIFE BUILDING. aI 5,494,297.54 45,569,851.00 5,386,694.08 
/ OWNSKD BY THE COMPANY Rk ee 6,143,069.31 57,901,271.00 6,045,958.52 
: oer 6,873,447.45 59,204,201.00 6,773,280.06 
SRE SE pete 7,371,274.27 62,591,398 00 7,332,928.21 
SIRS 10,464,497.66 88,502,568.00 10,391,747.71 
/ 1924 (Aug.) ........... 11,100,000.00 93,500,000.00 10,620,000.00 
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Eighteenth Year 





INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
IS A GOOD COMPANY 


LOUISVILLE, KENTUCKY 
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We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich., 
Minn., N. M., N. C., Okla., S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 
An Increased Opportunity ' 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 

















THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















Insurance Record, 1923 


New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 

















Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
eee Legal Reserve 
ee en oak ewaen een $16,666,178.00 
SEP Tee eer eT err .. .$1,427,367.00 
Insurance in Force........ ....-$173,309,166.00 
The COMPANY has $109.37 of assets for each $100 

of liabilities 
Rate of Interest Earned, 1923.......... . 6.20% 
Mortality, 1923......... iS iutebig errors 41.3% 
Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 
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T. W. BLACKBURN ON LIFE 


| VALUES AND ECONOMIC DEATH | 


| EE 





| 
|  eo—— — 


'T\R. S. S. HUEBNER, the well. 
known expert instructor in insur- | 
defines economic death as | 


ance, 
any form of disablement which results 
| in the cessation of the power to pursue 
| productive activities. 
Economic death, speaking in commer- 
cial terms, may be the result of actual 
| physical decease, total and permanent 
disability, mental or physical, and the 
| weakening of physical or mental activity 
| by reason of old age. 
Physical death comes to every human 
| being, early, late or later. It is actuari- 


| ally ascertainable as to date, but prac- 


| 
| 
| 
| 


| 


tically comes without regard to the life 
expectancy tables relied upon in fixing 
the premium rates for life msurance. 


Only Thing Left Behind 


Against its certain approach the wise 
man makes provision by life insurance, 
the proceeds of which shall project his 
earnings into the future, but which to 
him is unknown. Memory is all that 
man leaves behind for those who loved 
him on earth. That memory is sweet- 
ened and heightened when foresight and 


| affection have provided a substantial re- 


| minder of the activities which made the 


} 
| 
} 
| 


home and happiness, while he served his 
day and generation. 


Common Sense 


Foresight and common sense com- 


bined with parental or filial affection 
have softened the grief and made de- 
pendents independent, and able to carry 
out the plans for their future which the 


not only the certainty of death but also 
| the viscissitudes of life incident to nor- 
mal activities. 

Old Age Benefit 


The modern life insurance policy not 
only affords protection for the family or 
dependents and protection against the 
misfortunes so common to the head of 
the family, but it provides protection 

| against that other almost inevitable form 

of economic death, which comes to the 
average man sometime after his sixtieth 
or sixty-fifth year when his powers are 
weakened by age even though he may be 
in good physical health. 

All these forms of life values may be 
protected in a single policy and at a 
very moderate annual deposit or prem- 

;ium. For example at age 35 a policy 

for $5,000 with total and permanent dis- 
| ability benefit maturing as an endow- 
ment at age 65 may be secured for less 
| than 50 cents for each working day. Ii 
| death occurs at any date prior to age 65 
| the beneficiary receives $5,000. If he 
| should be totally and permanently dis- 
labled at any date prior to 60, he will 
himself be paid $50 per month until the 
| policy matures by death or as an en- 
dowment and his premium deposits are 
waived from the date when total dis- 
| ability has been determined. 


Almost a Crime 


It amounts almost to a crime for any 
man with a family dependent upon him 
to neglect the opportunity a modern pol- 


| icy affords him of protecting his widow 











Thomas W. Blackburn, secretary of the American Life Convention, has 
written a short essay on some of the uses of the modern life insurance policy. 
It is based on some of the economic facts brought out by Dr. S. S. Huebner at 
the Los Angeles meeting of the National Association of Life Underwriters and 
is called “Life Values and Economic Death.” It is being distributed in pamphlet 


form by Judge Blackburn. 











deceased hoped to bring to fruition him- 
self. 

A policy of legal reserve life insur- 
ance naming a wife, parent, brother, sis- 


|and orphan children against his death. 


The delinquency of failing to provide 


| against possible total disability is al- 


ter or child as beneficiary is the most | 


unselfish form of contract. It is a prac- 
tical application of the attributes of the 
three graces, Faith, Hope and Love and 
a substantial tribute to the greatest of 
these. 
Life Values Exceed Property 

As protection is the basic principle of 
life insurance in any form and for any 
purpose, it is only one step from the 


| entirely unselfish form of protection for 


dependents to the protection of other 
life values. 


Dr. Huebner, in his interesting ad- | 


dress delivered in Los Angeles, shows 
that these life values considered on their 


|} commercial side far exceed in money’s 


worth all the tangible property of the 
nation. 

These life values are dependent upon 
continuance of life and continuance of 
health. So it is not difficult to make 


| figures of the amounts of life insurance 


required to prevent the economic cessa- 


tion of productive activity. 
! 


The Living Death 
The breadwinner who is totally dis- 


| abled by accident or sickness is not only 
| experiencing an economical loss him- 


self, but his family is perhaps even the 
greater sufferer. A living death, with 
all it means of care, expense and misary, 
is often worse than physical death. 

The modern life insurance policy with 
disability benefit, protects the depend- 
ents by waiver of premiums during the 
total and permanent disability and by 


paying the policy in full to them when | 


physical death occurs. It does more. It 


| supports the family or pays the expenses 


}; come. 


incident to the economic disturbance 
which caused the discontinuance of in- 
It is complete protection against 


most as wicked. 

To join that great horde of old people 
who are compelled to go to the poor 
house, the old people’s home, or live 
upon the earnings of children struggling 
to maintain their own families, with life 


| insurance waiting to care for them when 


they reach the age of 60 or 65, is inex- 
cusably shiftless and shameful. 

Dr. Huebner holds the view that one 
generation should not have a lien for 
support upon any succeeding genera- 
tion. Life insurance affords the oppor- 
tunity to empty the poor houses, main- 
tain the people who ‘are homeless and 
give dignity, independence, comfort and 
prolonged peaceful and happy life to 
those who will, in the period of produc- 
tivity, provide for the economic suspen- 
sion of activity due in most cases at age 
60 or 65. Each generation can and 
should provide for itself. 


The Business Policy 


Economic death can cripple a corpora- 
tion or destroy a partnership. It can 
ruin the prospects and bankrupt a cor- 
porate entity. Life insurance with busi- 
ness policies meets this in cold figures, 
for there is no sentiment in a corpora- 
tion or partnership policy. It is taken 
solely for commercial reasons and is as 
much a cold blooded transaction as de- 
manding collateral to secure a note. In- 
cidentally there may be a sentimental 
thought when the proceeds are applied 
to pay a widow for her husband's share 
in a co-partnership or to buy her hus 
band’s stock in a corporation. The in- 
centive is protection of a commercial 
venture, and the service a business pol- 
icy performs is much like that of a 
surety bond. 

The usefulness of the applied human 

(CONTINUED ON PAGE 2) 
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WITNESS NEW LOW RECORD 





Metropolitan Life Reports Gratifying 
Death Ratio for First Half 
of Year 





In its statistical bulletin, the Metro- 
politan Life says that the first half of 
1924 has registered probably a lower 
death rate than ever before experienced 
for the first six months of any year in 
the history of the United States and 
Canada. The declines in the mortality 
from the diseases which are of interest 
in public health and insurance selection 
were most gratifying. The typhoid rate 
is still falling, and diphtheria mortality 
in the industrial population has been 
running lower than ever before. So far 
this year there has been no general 
prevalence of influenza. The fall in the 
diabetes death rate amounts to 21.6 per- 
cent among the white policyholders and 
to more than 10 percent among the 
colored. The cancer mortality figure, 
however, gives little encouragement, for 
while a slight decline was recorded 
among the white, the death rate in- 
creased to an equal extent among the 
colored people. 

The July death rate of the industrial 
policyholders, 8.4 per 1,000, was identi- 
cal with that for the same month of 
1923, and practically all of the principal 
causes of death registered lower death 
rates than for June. An unusually high 
homicide rate, 9.1 for 100,000, was reg- 
istered in July, and automobile fatalities 
show a considerable increase as com- 
pared with June, and a rise of more 
than 19 percent over July of last year. 
The general health situation throughout 
the country is very satisfactory. 





MAKES STUDY OF HOMICIDES 





Metropolitan Life Finds Low Percent- 
age of Punishment in Murders of 
Industrial Policyholders 





An investigation by the Metropolitan 
Life shows that murders have become ‘a 
serious factor in company losses, to say 
nothing of the question of law, order 
and safety. This one company paid out 
$724,000 in death claims for murder in 
1923. The difficulty with such a study 
is in collecting the facts, for fairly satis- 
factory information could be obtained 
on only 146 of the approximately 600 
homicides that occurred among the 
Metropolitan’s 15,000,000 industrial pol- 
icvholders during the last six months of 
1923. 

Of these 146, 32 were found to be 
deaths in self defense or by an officer 
in the line of his duty. Of the remain- 
ing 114, only 69 indictments were made, 
and of the unindicted, one third of the 
assailants are still at large. In 22 cases 
the assailants committed suicide, and in 
8 the evidence was insufficient to war- 
rant an indictment. 

Further investigation showed that of 
the 69 indictments, 11 “no trial” cases 
resulted, and verdicts of “not guilty” 
were returned in 16 of the 58 cases tried. 
One mis-trial resulted. Of the 41 found 
“guilty” 35 are serving prison sentences, 
with appeals in six cases pending. Three 
are being held for new trials or pending 
appeals. One was paroled, one fined, 
and one executed. Out of 146 murder 
cases only 35 prison sentences, one pa- 
role, one fine, and one execution re- 
sulted. All the rest are either unappre- 
hended, set free, or awaiting trial. 

Facts in homicide cases for the first 
six months of 1924 are now being tab- 
ulated by the statisticians of the com- 
pany 


S. L. Weinberg 


he International Life of St. Louis 
has been admitted to Maryland. S. Lee 
Weinberg has been appointed general 
igent and will make his headquarters in 
Baltimore. 


sis 
Expert advice and assistance is given you on surplus and sub- 
standard life, accident, and group insurance. 
Prompt action and liberal underwriting rules are our policy. 
Come with us to HAVANA in 1925 
MISSOURI STATE LIFE INSURANCE CO. 
\ 





LIFE INSURANCE EDITION 










Added Profits 
Under Our Plan 







Substandard and Surplus Business 
Made Profit Yielding 


The business which your own company 
will not or cannot handle is made profit 
winning for you under our improved broker- 
age service in branch offices. Business 
accepted under our plan includes: 













Life Insurance 
— substandard and surplus business 






Group Insurance 
— life, accident and sickness 






Accident Insurance 
—accident, health, and income accident 











As a company with more than a half billion of insurance in force, 
we offer a wide range of standard and special forms of partici- 
pating and non-participating life policies and all that is best, up- 
to-date and liberal in Accident and Group Insurance. All com- 
missions on this business belong to the broker who places the 
business with us. 








Why You Will Like Our Branch Office Service 





Regardless of volume of business you place with us, we pay 
extremely liberal first year commissions and 9 guaranteed non- 
forfeitable renewals. 






Awards and honors are given you on same basis as offered to 
our regular agents. (A trip to Cuba in 1925 at our expense is 
now open to you. 






Business is handled either on a contract or a one-case agreement 















HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 
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American National Insurance Company 
OF GALVESTON, TEXAS 


Ww. L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
President Vice-Presiaent Secretary 
FINANCIAL STATEMENT JUNE 30, 1924 
ASSETS LIABILITIES 
Real Estate Owned.......-- $ 1,104,974.53 Net Reserve (American Ex- 
) ateny Loans (First Lien perience Table, 3 & 344%) $15,035,159.00 
on Real Estate) ......++-- 6,516,988.73 Reserves for Death Losses in 
Collateral Loans .....-+.++- 25,000.00 Process of Adjustment or 
Loans to Policyholders (On Adjusted and Unpaid..... 131,313.00 
this Company’s Policies).. 1,816,922.97 Reserve for Taxes and De- 
TEE, cccncnceaneuseséonce 6,876,621.55 BTCCIRIER ccccccccesecese 143,694.88 
1,416,770.99 Miscellaneous Liabilities 215,658.45 


Cash in Banks....... seeeee isc 
Certificates of Deposit (De- Capital Stock 
BeNE) cccccccccccesvccce 24,844.00 Assigned Fund 


Interest Due and Accrued.. 375,273.54 and Surplus — 
Deferred and Uncollected Surplus Security to 
Premiums (Net) .......-- BOMEOIR  kccccccccacoceces 


Tetel Aasets .ccccccecces $18,533,408.31 Total Liabilities .......... $18,533,408.31 
GAINS MADE DURING FIRST HALF 1924— 


. » -$1,000,000.00 


. 2,007.582.98 
Policy- 


376,012.00 3,007,582.98 


Increase in Insurance in Force....-.++seeeeeeeerees $16 722,438.00 
Increase in Admitted Assets...... ste ceeeesceseseeee 1,462,819.82 
Increase in Surplus Security to Policyholders......... 138,411.53 


TOTAL PAID POLICYHOLD- 
ERS SINCE ORGANI- 
ZATION— 


$15,285 539.37 


ADMITTED ASSETS 


INSURANCE IN FORCE 
; $18,533,408.31 


JUNE 30, 1924 
$231,759,842.00 
Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements of Every 
Insurable Person. 
HOME OFFICE BUILDING | : 
Operates in Twenty-one States and the Republic of Cuba 
Gross Income Averages, $726,612.00 per Month 














Shortening The Selling Process 


Qo SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to policyholders is also the best kind of service to Agents. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 








‘ 








A Clean Cut Proposition 


A real offer in the nature of a general agency for 
Omaha, Nebraska. Direct Home Office connection with 
a conservative Old Line Life Company. 


All com- 


Address 


If interested, it will pay you to investigate. 
munications will be held strictly confidential. 


K-35, care The National Underwriter. 
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—and behind the service 
is confidence 








Some Home Office Helps 
For Agents’ Efficiency 


John D. Scott, agency manager of the 
Central Life, spoke before the annual 
agency convention on “Home Office 
Helps in the Field.” He endeavored to 
show the various ways in which a 
home office can offer assistance to its 
agents. 

First he spoke of courses in salesman- 
ship, both agency classes and corre- 
spondence courses. Many life under- 
writers have brought themselves to a 
high degree of efficiency purely by cor- 
responderce study, and these courses 
are frequently placed at the disposal o/ 
the field force as prizes or at reasonable 
rates available to purchasers in quantity. 


Help for Difficult Cases 


Cooperation in the writing of busi- 
ness is an important part of home office 
assistance. The home office’ should 
offer its agents, no matter how far re- 
moved, any necessary assistance on dit- 
neult cases. This can be accomplished 
best by a competent force of traveling 
supervisors and special agents available 
for every emergency. The home office 
should compile figures to meet special 
classes of ‘“-ks, so that the agent will 
be armed for cases other than those 
ordinarily met. 

Agents should not neglect to study 
the field books issued by the home of- 
fice, for these are carefully compiled to 
furnish useful information, helpiul sug- 
gestions, illustrations and figures for 
the increased efficiency of the agent. 
Agents should acquaint themselves with 
the rules of underwriting as laid down 
in the agent’s manual, tor so long as 
they know the boundaries of safe under- 
writing, as revised from time to time to 
meet changing conditions, they will have 
greater freedom in their work. 


Literature Is Valuable 


The company spends a vast amount 
of money on various kinds of literature 
and advertisements, but many agents 
pay little attention to these valuabie 
helps. The home office is willine t 
provide these helps, but it desires that 
they be used for higher production. The 
home office should give the field force 
advice and instruction in the conduct of 
field records. Systems of permanent 
records easy to keep up should be taught 
the field men. Economy of time is 
essential and the reduction of necessary 
routine is the first consideration of the 
home office and should be the first con- 
sideration of the field man. 


Keep Field Men Posted 


The agency meetings provided by the 
company torm a helpful exchange of 
ideas and good fellowship. Perhaps no 
item is more important than the co- 
operation between home office and field 
force. Closely allied to these in keeping 
the agency force posted on new ideas 
is the regular house organ. Every men:- 
ber of the field force should maintain a 
file of these bulletins for future refer- 
ence, as many changes in instructions 
are announced in the bulletin. 

In its conservation and renewal de- 
partment, the company endeavors to 
give the field force the ~reatest co- 
operation in keeping business on the 
books. A by product of such interest 1s 
the securing of leads and the prompt 
reference of such matters to the nearest 
representative. But it is the part of 
the agent to cooperate with this depart- 
ment in following up old policyholders 
as well as the new leads offered. 


Kentucky Guard Seeks Insurance 


The Metropolitan Life is submitting 
Plans for group insurance on the Ken- 
tucky National Guard, the total amount 
of which will be about $4,500,000, accord- 
ing to the estimate of Adjutant General 
James A. Kehoe. Commissioned officers 
will receive $5,000, non-commissioned 
officers $3,000 and enlisted men $2,000. 
The insurance is optional to the mem- 
bers. 


Gives Qualifications 
for Life Insurance Man 


The qualities necessary for the life 
insurance agent are well stated by Dr. 
W. F. Weese, vice-president of the Cen- 
tral Life of Illinois. 

1—He must have industry. This does 
not mean merely a willingness to work 
with blind perseverance, but energy in- 
telligently directed for the highest efh- 
ciency. He must work hard, but he 
must make every moment count. He 
can do this only by planning his work 
beforehand. 

2—He must have training. The 
agency manager cannot be held alto- 
gether responsible for his training, al- 
though he can do everything in his 
power to supply facilities and to en- 
courage the agent. The real training is 
that which the agent gives himself, 
through study of methods and regular 
reading of insurance papers. 

3—He must have honesty and integ- 
rity, for the insurance company is 
known chiefly by the personality of the 
agent. If he inspires confidence, the 
company will be accepted without ques- 
tion. 

4—He must have reliability. He 
must be able to work without continu- 
ous prodding. He must be conserva- 
tive in his statements, so that he can 
back up everything that he says. 

5—He must have a desire to render 
service to his clients. One legal reserve 
company is practically as safe as an- 
other from the policyholder’s stand- 
point, for in those cases of company 
failures all policies have immediately 
been taken over by larger companies, so 
that no policyholder in a legal reserve 
company has lost anything. The mat- 
ter of superiority of one company over 
another, then, is chiefly a matter of 
service. 

6—He must have concentration of ef- 
forts. The agent who has a half dozen 
interests is handicapped in making a 
great success in life insurance. He must 
not try to handle fire and casualty 
lines on the side, for life insurance is 
worthy of the full time and best efforts 
of any man, and is too broad a field for 
just a part of the agent’s attention. 

7—He must have loyalty to the com- 
pany he represents. He must believe 
in its policies and in its officers. He 
must be satisfied with the service it ren- 
ders to its agents and to its policyhold- 
ers, so that he would not be willing to 
exchange it for any other company. 

8S—He must have courage and self 
confidence. If he is not naturally en- 
dowed with these, he can acquire them 
through thorough knowledge of what 
he is doing. Familiarity inspires con- 
fidence, and if he has studied his sub- 
ject thoroughly so that he knows just 
what he is doing, he will have the nec- 
essary courage for writing insurance. 


Veterans’ Bureau Division Profits 
WASHINGTON, D. C., Sept. 9.— 


The division of marine & seamen’s in- 
surance of the Veterans’ Bureau which 
automatically dissolved last week, 
showed a net profit of over $17,000,000, 
the result of its ten years of operation. 
The division had paid out claims total- 
ing $29,497,331 and the $50,000,000 ap- 
propriated by Congress as an operating 
fund was left intact. It was created 10 
years ago to insure American merchant 
vessels and their cargoes against the 
hazards of war. In June, 1917, the act 
was amended to provide insurance of 
the masters, officers and crews of Amer- 
ican merchant vessels against loss of 
life and injury from hazards of war. 





Northern’s Business Grows 

Of 55 legal reserve companies operat- 
ing in the state of Washington the 
Northern Life of Seattle was exceeded 
in ordinary business in the state in 1923 
by only two companies. The first half 
of 1924 shows an increase of 16 per cent 
over the same period last year in the 
company’s written business. 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in lowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, lowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephon. State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 
* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
7 South La Salle Street, Chicago 








Actuaries & Examiners 
600 Gates Building 
Kansas City, Me. 


OHNE. HIGDON 
OHNC. HIGDON 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
610-813 Hume-Mansur Bidg 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








REDERIC S. WITHINGTON 

CONSULTING ACTUARY 

948-949 Insurance Exchange Bidg 
Tel. Walnet 3761 DES MOINES, IA. 











J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Val- 
wes, etc., Calculated Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre 
pared. The Law of Insurance a 


Specialty 
Bidg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


15$23 Association Bidg 19 S. La Salle St 
Telephone State 4992 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS MO. 
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A lr the beginning of this vear’s base 
ball season, the Grizzard System of 
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Has Developed Plan for 


Life Insurance Trusts 
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ance trust can be ot help nu his owt 
specific case 
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it will be 


—and, if you can qualify, 
the biggest step torward 
entire career 

We want you to take charge of our 
Peoria, Illinois; 


in your 


gene ral agency at 


to cash in on the immense oppor- 
tunity which this rapidly growing, 
rosperous city presents. It will 


' 
take a big man to swing it 

You must be a producer with a real 
r 1 organizer and a 


record; an of men 


good mixer. Your social position 

must be high, your accumulated as- 

sets at least $25,000 and your earn 

ne capacit tronr $12 JU00 to $25,000 

er vear®r 

t yvouca eet these requirements 
u get this unusual opportunity 


d our whole-} i ner 




















al “ ¢ earted co-o ation 
Y« will receive a contract direct | 
with the home office, a liberal first 
vear commission, a renewal com- | 
Iss collection fee an ome: | 
vance and a business-develop- | 
ent all \ ce 
his, wit e of the dominant old | 
life comp anies, whose 
Assets to hal t Ss } 
greate . that f ur other | 
lara t i el i, 
i wl t c entage i re tio | 
s ‘ t west i 
Writ see if you can | 
quali | 
Address K the National Un | 
lerwrite 
NOTI Wi ave an sually | 
tt ve, special contract for good 
Salesine whose experience $s im | 
ted i 
HOME LIFE INSURANCE CO 
New York 
ETHELBERT IDE | Low, PP) werden 
The 64th Annual "Report shows: 
Premiums received during the 
year 1923 aod 
Payments to Policyholders 
and their Benefictanes in 


Death Claims, Endowments, 


Dividends, etc 5.471.504 
Increase in Assets els 
Actual Mortality 56% of the 

amount expected 
Insurance in Force 


.. 373.2 
. @6567 
FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Seuthera Obie and 


Northern Hemtecky 
Reomes 601-606 The Feurth Nat. Bank 


Building 
CINCINNATIL, ONTO 
| 
| 


Admitted Assets 











| MORE THAN 50% 


of the business written by some of our | 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested - 
pects ay = who heave written the ad 
Office for information 
| Fidelity is a low-net-cost company operat - 
ing in 40 states Full level net premium re- 
serve basis Over Quarter of a Billion 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











National Underwriter 
Want Ads BRING Results 
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KALAMAZOO— 
The City for You 


Kalamazoo celery, known everywhere, testifies to the richness of 
the soil in the surrounding country. The valley of the Kalamazoo 
River is the most valuable horticultural and agricultural land 
Michigan. 

within 
com- 


lakes 
has 


with 117 
Kalamazoo 


With a population largely American-born, 
easy reach, with rich natural advantages, 
bined great industrial activity. 


The largest book-making paper mill in the world, the largest “direct } 
to consumer” factory, the largest manufacturers of fretted 
musical instruments, 60 per cent of the world’s output of pepper- 
mint, and many other industries, make an industrial output of 
$50,000,000.00 a year. | 


stove 


The kind of man the Register Life is looking for to represent it 
will find a ready business and social welcome in this ideal Amer- 
ican city. 

in confidence, 


If you are interested, write, 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 
DAVENPORT, IOWA 














EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY | 
HOME OFFICE BUILDING | 


In Des Moines 


With increased facilities, it is now | 
better prepared than ever before | 
to render service to its policy- 
holders, agents and friends. | 























Over 144 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1984 Jan. 1, 1924 


ON 5 siccsciciate $ 7,804,230 § 40,113,271 
Policies in Force. 503,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 





Attractive erwin open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
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busi- 

said “Tex” Bayless, gen- 
agent of the Southland Life at 
Houston, Texas, and the leading pro- 
ducer of that company month after 
month, “is to cultivate the right sort 
of young men, men about my own age. 
Do not misunderstand me. I want all 
the business I can get, and write many 


eral 


older men, sometimes for large 
amounts, but the business I am after 
principally is among the younger set 


of ‘comers’ among business men. I 
write them for $5,000, sometimes more, 
sometimes less, and am choosing pros- 


pects who will certainly increase their 
line of insurance as their business im- 
proves. I have only been five years in 


this business, but am already seeing the 


advantage of this plan of mine and 
expect it to show even more advan- 
tages as time rolls on. I wrote a 


young man the other day, he really is 
only a boy, for $1,000 endowment on the 
20-year plan. He clerks at a soda foun- 
tain and gets about $60 a month and 
about one-third more in tips. He is a 
bright, attentive young fellow and will 
most certainly make good in business. 
Do you think that young fellow will 
fail to give me more business when he 
gets further along? Of course this in- 
stance merely shows the idea I have 
and it does not illustrate the real vol- 
ume | get from better established fel- 
lows. It is all right to be on the look- 
out for big business, I want it as much 
as anyone, but the small applications, 
if one takes the trouble to truly serve 
and look after the interests of the ap- 
plicant, surely will grow into larger ap- 
plications some day and that is what I 
expect to happen with me.” 


* * « 


IG JIM” HIGHLAND, home of- 

fice agency manager of the North 
American Life of Chicago, says that 
more men are spoiled and ruined by 
advances and too much consideration 
than are made by such practices. He 
illustrated this point by citing the case 
ot a man who came to him recently 
asking for a contract. He had been 
working for another company and said 
he wished to work for Mr. Highland, 
that he liked him and his company and 
he knew he could do a good business. 
Soon the inquiry was made as to what 
advance might be expected and Mr. | 
Highland asked if he was. without 
means. Being informed that his caller 
was possessed of some capital and pro- 
fessed to being with his head well above 
water financially, he asked why ad- 
vances were being asked for. Inquiry 
developed that he had been an advance 
man with his former office and tactful 
inquiry developed the further fact that 
he had been notified no further ad- 
vances would be made. Whereupon 
Mr. Highland delivered himself as fol- 
lows: “The trouble with you, my 
friend, is that you have not been de- 
pendent on yourself. You have been 
leaning on your office help and it has 
spoiled you. No man wants an advance 
except in very exceptional cases (and I 
do not believe yours is one of them) 
who has any confidence in his own abil- 


ity. If you want to come with me, it 
will be strictly on a no advance agree- | 
ment and what money you get, that you | 
will earn. I think with your means | 
you can get along all right and with | 
your evident ability you ought to get | 


plenty of business.” 

The man signed up and went to work 
and it was soon evident that while he 
was a good solicitor, he was not a good 
closer, and soon Mr. Highland had to 
take a hand in the game. He called for 
a list of prospects and asked the de- 
tails about each. One man in particu- 
lar seemed to be a fine prospect, but it 
was reported that he could not be 
closed. Mr. Highland asked his man 
to get his hat and to go with him | 
forthwith to see this party. After a lit- | 
tle hesitation he consented and together | 


| suffered. 


they got into the office of a very busy 
business man. He listened to what was 
said and then attempted to gain time 
by saying he would think it over, etc. 
Mr. Highland then put a little pressure 
on, expressing the need for doing it 
now, etc., and tactfully led his man 
into signing the papers. After doing 
the same thing in another way with an- 
other prospect on the list, Mr. High- 
land returned to his office with his man 
and read him a mild lecture on the folly 
of making his interviews mere calls of 
a social nature with a passing reference 
to insurance, and of getting “down to 
brass tacks” with his prospects and not 
allowing them to put him off. The les- 
son evidently was a good one and that 
man is now a consistent producer, 
though his manager has to keep after 
him and watch him at times. Mr. High- 
land makes no advances, makes his men 
really work and at the same time helps 
them all he consistently can and he be- 
lieves that is the way to build up a suc- 
cessful general agency. 
* * * 

important 
other 


officer of an 
exhibiting the 


HE agency 


company was 


day a statement of the production by 
weeks of his agency force. The pro- 
duction varied more or less week by 


week and month by month, as such rec- 
ords usually do, but there was a notice- 
able slump for a period of two weeks, 
an almost complete cessation of new 
business for one week following, and 
then a slump again for a week. Fol- 
lowing this break things went back to 
normal. “You are looking at the weak 
spots in this record,” laughingly said 
this official, “and I am going to tell 
you just how it happened. That al- 
most zero week was the week of our 
agency convention during which, of 
course, our boys were just having a 
a good time. The slump before the con- 
vention was due, in my judgment, and 
I think it correct, to the fact that they 
were all thinking of the trip which they 
were going on, some of them taking 
their wives, and it just upset thoughts 
of business. And after the trip, they 
consumed so much time telling what a 
picnic they had, that again new business 
I seriously wonder if the con 





Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this apn gem 
in good territory—men who can co 
lect the premiums as well as write 
the application. Why not make 
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lusion reached by such an astute 
igency Official as R. W. Stevens of the 
Illinois Life to have no more summer 
cnic is not a good one from a stand- 
int of production alone, to say noth- 
ng of the expense involved.” 


ye “<= * 


CHOULD general agents and mana- 
5 gers make themselves accessible or 
therwise to their men on all ordinary 
Opinions about this differ. 


casions? 


fide engagement, that he had not pressed 
the button, etc., etc., but to this day 
the newspaper man is not certain 
whether he was not being politely in- 
vited to take the air outside. 

.:s © 


A RECENT number of the house 
organ of the Manhattan Life em- 
phasizes the need for the agent to con 
centrate in his interview on facts relat 


ing to the individual case on one kind 














insurance as this is a sure sign of sta- 
bility. 

There is some truth in the contention 
that a knowledge of the inheritance tax 
laws of the various states and the federal 
tax law are order to sell 
inheritance However, it 


necessary in 


taX msurance 


IS STATE SUPERVISION EFFICIENT? 


is not absolutely essential that the agent 
should be familiar with more than the 
federal provisions and the state inherit- 
ance tax principles in the state where 
he does business. This amount of 
knowledge will enable him to approach 
the prospect intelligently. 
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WESTERN RESERVE LIFE INSURANCE COMPANY 


HOME OFFICE WESTERN RESERVE LIFE BUILDING 
MUNCIE, INDIANA 


WESTERN RESERVE LIFE INSURANCE COMPANY, MUNCIE, INDIANA, insures 
) the whole family from one year to sixty years of age. An OLD LINE LEGAL RESERVE 
COMPANY noted for its prompt payments of claims and service rendered to policy holders 
—WRITE TODAY — 


Fine agency openings in Indiana and Ohio A young company with great opportunities 
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SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 


2 i en ear $47,024,989.00 
CE ee 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 
S. W. Goss, Vice-President. 
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Established 1899 
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George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 








i. 
TS Address 
HARRISON B. SMITH, President ERNEST C. MILAIR, Vice-President and Secretary 








‘AETNA IN CONVENTION 


MANAGERS MEET IN VIRGINIA 


Discuss Mutual Problems of Home 
Office and Field to Further 
Interests of Both 


In the midst of the beautiful moun- 
tains of Virginia, the Aetna Life opened 
its first managers’ conference at Hot 
Springs, Sept. 9. At the introductory 
roll call 181 home office officials and 
Managers responded, every manager 
with one or two exceptions being pres- 
ent. President M. B. Brainard welcomed 
the guests and said that this was to be 
a working convention at which the mu- 
tual problems of the home office and the 
field would be approached. Suggestions 
for their solution would be discussed 
and great benefits to both branches of 
the Aetna organization would surely 
ensue. 

J. Stanley Edwards, manager at Den- 
ver, responded and congratulated the 
company on the inauguration of its pol- 
icy to hold this conference. He termed 
it an Aetna red letter day. He then 
went on to set forth the unwritten as- 
sets of the company and closed with a 
tribute to the value of life insumance te 
the country at large. 

States Purpose of Conference 

K. A. Luther, agency secretary of the 
Aetna, followed in an address in whic 
he outlined the work of the confere ae | 
He stated that the conference was t 
consider the relation of life insurance te 
the*entire economic fabric of the nation, 
the job of the general agent, the devel- 
opment of agency torces and every other 
phase which would increase the ability 
of the Aetna to properly serve the in- 
suring public. He gave the managers 
a list of the attributes of an ideal gen- 
eral agency. 

J. B. Slimmon, assistant secretary, 
reviewed the progress of the company 
since 1914 when it wrote 16,000 policies 
for $43,500,000, to 1923, when it wrote 
65,000 policies for $340,000,000. He 
stated that the company had written the 
same amount of business in the first 
eight months of 1924 that it did in all 
of 1923. He particularly stressed the 
improvements that the company had 
made to facilitate the handling of the 
business in the most efficient manner 
and outlined future progress, both that 
decided upon and contemplated. He also 
took the opportunity of commenting on 
the necessity of economy on the part 
of all, particularly that directed to the 
reduction of the lapse ratio. 

To Study Results 


With the appointment of a committee 
to study the result of the present con- 
ference for the purpose of considering 
the advisability of future similar confer- 
ences, the first day's session adjourned, 
the guests taking advantage of the op 
portunities for amusement which Hot 
Springs offers so bountifully. Before 
closing, President Brainard paid especial 
tribute to the agents, who were not 
present, of course, but who contributed 
so generously to the Aetna’s progress. 


Reliance Life Meeting 


Agents of the Reliance Life located in 
the eastern and central western portior 
of the country are holding an agency 
convention in Chicago this week. The 
sessions, which began on Wednesday, 
will continue through Friday. H. G 
Scott, vice-president of the company: 
E. G. McCormack, general manager; 
Angus Allmond and W. L. Withoite, 
superintendents of agencies, are present 
from the home office. A banquet will 
he held at the Edgewater Beach hotel 
on Wednesday evening. 

At the conclusion of the Chicago cor 
vention, the four office officials will x 
to Colorado Springs, Colo., where an 
other agency convention, to be attended 
by the company’s agents in the wester: 
part of the country, will be held. 
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AGENT S IN CONVENTION 
GUARANTY LIFE MEN GATHER 


Middle West Agents Met at Home 
Office Last Week for Conference 


and Picnic 
DAVENPORT, IA., Sept. 9.—Win- 
ners in the nine middle west states ot 
the Guaranty Life field, who wrote in- 
surance in such volume that August, 
normally a dull month, became the best 


month in 21 years’ history, were enter- 
tained at the annual home 
vention last Friday and Saturday, the 
latter day being given over to a picnic 
at Seaman’s Grove, at which the 
included not only the 
city officials and prominent men in the 
industrial and commercial field of Dav- 
enport. Lee Dougherty, general man- 
ager of the company, was host at the 
event and his handsome home on River 
Drive was opened Friday to the agents, 


office con- 


guests 
but 


sales torces 


with Mrs. Dougherty assisting her hus- 
band in the reception. The picnic was 
in informal event with heaps of fried 
chicken, watermelon, baked ham id 
ther delicacies. A boxing bill followed 
the picnic lunch and was teature of the 
thletic entertainment. 

At the formal banquet Friday night 
Mr. Ty ugher as toastmaster voiced 





this 


at with good crops 
will pass the £10,000 


the prediction t! 
fall the company 


000 business mark this vear. “Septem- 
ber, October, November and teenanens 
ire our best months everv vear,” he 





said. “If the frost holds off long 

or making the corn, this 

community, the granary of 

will be so respereus that it w 

through our company in wonde wl bt 
ness,” he predicted henta Ist ‘Steffen, 
president of the company, was intro- 


duced and briefly expressed his pride in 


the agency staffs who had made the 
Guaranty Life so successful: Jack Fog 
irty, Kansas City, retiring president of 


the $100,000 Club, live wire of the con- 
vention, pointed out possibilities of new 
business and spurred his fellow agents 
to great efforts. Mayor Louis E. Rodde- 


wig spoke briefly. R. M. Malpas, presi- 
dent of the Re-Insurance Lite of Des 
Moines, brought state greetings to the 
Guaranty Life group: Rev. J. H. Hort 
Oklahoma pastor and insurance agent 
gave a forceful talk and Alex Carroll, 
head counsel for the company. paid a 


tribute to the women agents. W. | 


Moriarity, St. Louis, and Dr. W. L. 
Allen, chief medical officer, also spok« 
There was a fine musical gram 
headed by Peter McArthur and Frwin 
Swindell. 

I. W. C. “Bill” Holman of Mason 
City, Ia., was elected head of the $100.- 


leading 


nsurance 


000 Club for the ensuing 
all agents in the amount of 
written during the period. 


Vear, 


Prudential’s Housing Loans 


An increase of $15,000,000 over 1923 


is the housing loan record of the Pru- 
lential for 1924 This company reports 
having actually made housing loans so 


ar this vear of $49,000,000 providing ac- 
commodations for 
against $34,000,000, for 11,340 families 
in 1923. The loans were made in various 
parts of the United States and Canada 
and form part o fthe Prudential’s plan 
to reduce the housing which 
is still acute i nmany places 


15,688 families, as 


shortage 


Dr. Gordon With Sun Life 


Dr. Keith Gordon has been 
issistant chief medical officer for the 
Sun Life of Canada. Following post 
graduate work in Montreal General 


appointed 


Hospital, Dr. Gordon was app inted 
resident pathologist of the Children’s 
Hospital at Boston. He returned to 


this vear to start private 
up research work 


Life 


Montreal early 
practice and will take 
im the interests of the Sun 





HANDS DOWN DECISION 
HOLDS POLICY CLAUSE VOID 


Virginia Supreme Court Has Ruled 
That State Law Provides Incon- 
testibility After One Year 


writ of error 
Benefit of 
ap pealed 


In refusing to grant a 
to the People’s Mutual 
Washington, D. C., in a 
from the circuit court in Elizabeth City 
county, Va., the Virginia supreme court 
held in t the Vir- 


case 


] 7 : ) 
ol appeals effect tha 


ginia statute making an insurance policy 
incontestible atter the expiration of one 
year trom date of issuance except for 


non-payment of premium is sufficiently 
comprehensive to prevent a 
conditions with 


broad and 


company from making 





an insured extending over a period o 
one year Action was brought in the 
lower court by James Hastings for re- 


amount of a $250 in- 


which 


tull 


Cast 


court 





furth 


: SPEAKS ON WHEN LIFE 
POLICY TAKES EFFECT 


(CONTINUED FROM PAGE 1) 


plied tor $10,000 of imsurance and 
$15,000 on the lite of his wite His ow! 
application was accepted and passed, but 
when it was elivere ¢ etuse 
accept it until his wite’s a it : 
had been accept The agent 
cautioush writtel letter t tiie 
that the imsurancse Was 1rorce 
the time ot the payment t the rst 
premium, when a binding receipt 
issued Che w ans applica s 
rejected ind sevel lavVS later sie s Sal 
t ive iile ow < s S 
t t X Mir IB nN « 

clary st = ( 
alleg NY Sy t i > 
ctte t st i ‘ s ( it 
Cla < ue s he 
qt ‘ \ > t ‘ 

de e ¢ es 
fro saving 
ce eects 

Question of Agent's Power 
i s 4 4 t \ 
col in al . 

ealed wa Su e | 
The ques t ss . ‘ 
in agent to | d . 

laintift el that ‘ we s cas 
was the \ ereas ete 
4 i ! > t 
the 7 ( alte , = tat 

1" cation . 
tha eve when ! ! Cece s 
issued, the insurance ts in force 
less the pplication s accepted and 
Passe by the hom nh M H ‘ 

it gl advised hat ivents mere] te 
t ding ect wl t rn i 
state ent as t when tl . ikes 
ere but v ‘ t 1s ecCess \ ke 
su t ent that ey > t \ 
takes etfe Ita Thre i ‘ 
vided the ipplhicat if 

is 1] t! ! 1« « 

oO. L. Jacobi, formeriy of the renewa 
department of the home office, Northert 
Life Insurance Company, has been placed 
at the head of the monthly premium de 
partment of Southern Califor a distri 











More Than 
a Square Deal 


There is a Spirit of Generosity in THE 
CLEVELAND LIFE. There is the full 
knowledge that the men in the field are reg- 
ular fellows—real human beings, subject to 
all human emotions and frailties, and the 
spirit of generosity prevails in all transac- 
tions between Home Office and Field Force. 


Agency openings in Ohio, Pennsylvania, 
West Virginia, Kentucky, Illinois, Indiana 
and Michigan present opportunities for men 
who are working for success to succeed in 
a bigger way. Write to us. In all matters 
you will get more than a square deal. 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Home Offices Cleveland, Ohio 
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To Know New England Products 
Is To Want New England Products 


\ll New England Week 
during September all 
Calling attention to 
In One Policy products fashioned 


$5.000 England ideals. 


celebrated 
over this land. 
those dependable 
by men of New 


Chis substantial New Hampshire in- 


oe coe stitution, officered and directed by 
$10,000 New Hampshire men, operating un- 
cath from a der the direct supervision of the New 
ident. Hampshire Insurance Department, 
315.000 and subject to the rigid requirements 

' aaa of the New Hampshire insurance 
laws, furnishes a combination of life 


and accident insurance in one policy 





¢ of t that has few equals and, we believe 
ity re no superiors 
rrom < one ° 1: o 
er wane The liberality of our unusual contract 


“United” policy at 
ention wherever it 


is such that our 
tracts favorable att 
is shown. 





Agency opportunities for the right man 
in Missouri, Kansas and Ohio 


United Life and Accident 


Insurance Company 
HOME OFFICE——Unites Life ee oe N. 
A Sound, New England Institution.” 
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Insuring the Education 


It is one of the ambitions of the aver- 
age man to provide for his children a 
better education than he himself re- 
ceived. This is true of almost all classes. 
Even parents who are college graduates 
desire to provide greater opportunities 
for their children through specialized 
post-graduate work. The business man 
who prides himself upon having made 
his own way in the world, usually real- 
izes that his son’s chances are much 
smaller for doing the same 
at the present time the men with whom 
his son would have to compete have se- 
cured in three or four years of intensive 


thing, where 


training a great share of the experience 


and information that required years of 


bitter experience and hard work for him 
to secure. An educational policy on his 
own life, which is merely a life insur- 
ance policy providing endowment at the 
time the son or daughter enters college, 
will insure this education. It offers a 
systematic plan of saving for years 
ahead for the heavy expenses of a col- 
lege course, and gives the assurance 
that, in case the father dies, this educa- 
tion will be provided for his children 
without the payment of further pre- 
miums. 


Think in Terms of Income 


N his recent address before the New 


Yorx City Lire Unperwriters Asso- 
ciation, Vice-President Wittiam W. 
Horrman of the Narionat City BANK 


made the astounding statement that 
close to $1,000,000,000 is lost each year 
through worthless or almost worthless 
investments. The corollary to the 
statement was equally significant when 
he said that in his opinion the greater 
part of this fund comes from life in- 
surance proceeds. 

One stands aghast at these figures, 
and when we appreciate the fact that so 
large a proportion lost in worthless in- 
vestments comes from the proceeds of 
life insurance policies that have repre- 
sented sacrifice, thrift and saving on part 
of the ones paying the premiums the 
tendency might be to feel that it is 
almost useless to try to create a life 
insurance fund for dependents if the 
estate so created is dissipated through 
the route of worthless investments. 

The life insurance man who believes 
in the monthly income policy certainly 
has a convincing argument in the figures 
that Mr. HorrmMan presents for his 
plan. A lump sum left with the average 
beneficiary may be a real danger. De- 
pendents are usually women or minor 
children. Not versed in finance or in- 
vestments, they are lured by the siren’s 
song of high interest yield. It is true 
that a wast sum is lost every year that 
has been created through life insurance. 
However, the monthly payment policy 
whereby a stipulated sum is paid out 
every month, thus allowing the com- 
pany to be the practical administrator 
of the estate solves the problem and 
makes life insurance doubly sure. In 
other words, the monthly income pol- 
icy insures life insurance. 

Mr. Horrman, from the  banker’s 
point of view of course, suggested the 


life insurance trust plan which is ad- 
mirable in its place and is being used 
more and more. Men of considerable 
means or possessing comfortable in- 
comes find the life insurance trust a 
most convenient and safe way to pro 
vide a sure and stated income to those 
who may be dependents. In our opin- 
ion, the monthly income policy is supe- 
rior in most instances to the life insur- 
ance trust but with men of larger means 
the arrangement with the trust com- 
panies appeals strongly and it has some 
insurance com- 
pany simply follows out the instructions 


advantages. The life 


of the assured to pay a certain sum of 
money every month to a certain person. 
The trust company goes further, for the 
creation of a trust means that the con- 
veyance has been made to a trust com- 
pany which takes title and manages the 
property according to the specific in- 
structions contained in the deed of 
trust. 

As Mr. HorrmMan points out, life in- 
surance policies can be placed either in 
a trust by deed which goes into effect 
at once or by will which does not go 
into effect unti! the will is probated. 

In the creation of a trust, discretion- 
ary power can be left with the trustee 
so that there is considerable elasticity. 
There may be demands that seem to 
call for a more liberal policy for a cer- 
tain period of time. This gives the ele- 
ment that distinguishes the life insur- 
ance trust from the monthly 
policy. The life insurance company has 
no discretion but to pay the = stated 
monthly income. 

The life insurance man, therefore, 
needs to consult intimately the thoughts 
and desires of the client. The monthly 
income policy serves its purpose and in 
most cases will fill the bill. However, 
there are times when a life insurance 


income 


trust will be the best device that can 
be used in arranging for the perpetua- 
tion of an estate and the creation of an 
income to go to certain dependents. 

It seems to us that life insurance 
men should familiarize themselves with 
the conditions of the life insurance 
trust, its functions, details, should un- 
derstand when it can be employed to 
good advantage, some of the main laws 
governing the trust. This is all informa- 
tion that can be used in giving advice 


to clients. Naturally in the creation of 


life insurance trusts an income is pro- 
vided to pay for life insurance which 
becomes a part of that trust. 

One of the points brought out by Mr 
HorrMAN is that when a person has in 
view his dependents and their future 
and is providing for them in case of his 
own death it is necessary for his mind 
to be directed in the channel of think- 
ing about income rather than principal 
What will be the income to a family 1s 
the vital point to be considered in sell- 
ing insurance. 
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Harry L. Conn, now judge of the 
Ohio Supreme Court and until recently 
superintendent of insurance in Ohio, will 


be the Democratic candidate for the 
position he now holds at the fall elec- 
tion, 


President C. W. Brandon of the Co- 
lumbus Mutual Life has returned home 
from his European trip. Mr. Brandon 
has taken up the cudgels and is prepar- 
ing a big campaign ot business building 
the rest of the year. The annual agency 
convention of the company is being held 
at Columbus, O., the last three days of 
this week. 

Secretary Harry E. Johnson oi the 
Phoenix Mutual Life has just completed 
25 years of service with that company 
Associate officers remembered the anni- 
versary with a basket of roses and the 
employes presented a large basket of 
gladioli and a gold pen and pencil. 

Mr. Johnson was born in Washington, 
D. C., where he spent his early life. He 
entered a Washington life company, 
which was afterwards taken over by the 
National Life Association of Hartford, 
and it was as a member of the latter 
company that he first went to that city. 
Mr. Johnson left the National Aug. 28, 
Tsou, going to the Phoenix Mutual, and 
Was soon appointed cashier. On May 
10, 1909, he was elected assistant secre- 
tary and Jan. 21, 1918, he became secre- 
tary, which position he now ably fills. 

“Big Jim” Highland, Chicago home 
office agency manager of the North 
American Life (“Big Jim” is 6 feet 5 
inches and weighs 185 pounds), has a 
new business slogan on his blackboard: 
“Heaven helps those who help others to 
help themselves.” Mr. Highland avers 
this is not only a good motto for life 
insurance men but for everybody in any 
walk of life. 


Theodore T. Rodingten. the agent of 
the Provident Mutual Life in Chicago, 
who mysteriously disappeared for sev- 
eral davs from his oflice and his home 
in Evanston, IIL, was found in Winni- 
peg, Can., in a mentally confused state. 
He was using an assumed name and did 
not recognize members of his family. 
He has been taken to a farm in Minne- 
sota for recuperation 


Maior John B. Campbell, who was 
recently appointed assistant manager of 
the Chicago office of the Fidelity Mutual 
was honor man of the _company for 
July. Mr. Campbell has for some time 
been the leading producer of the Chi- 
cago office, and - heading the list of 
the Fidelity Mutual's agents last month, 
made an excellent record. 


William Alexander, secretary of the 
Equitable Life of New York, has pub- 
lished a new insurance text book of a 
novel nature. These volumes are en- 
titled, “Insurance Fables for Life Under- 
writers” and “Life Insurance Fables 
for the Man in the Street.” Most of 
these fables are original. The rest are 
adaptations from Aesop. of familiar 
stories and maxims to which insurance 
applications have ‘been attached. This 
is explained in the preface to the “In- 
surance Fables for Life Underwriters.” 
The other preface reads, “Some of the 


fables are original. Thes rest are either 
adaptations from Aesop or old stories 
with insurance applications. As to the 
latter, I contend with Shakespeare and 
others that thoughts of this kind mean 
progress not plagiarism. These vol 
umes are profusely illustrated in an en 
tertaining way to get across some fun- 
damental principles of life insurance 
salesmanship. Mr. Alexander is one of 
the most prominent of literary men in 
insurance circles. His bibliography in 
cludes, “What Life Insurance Is and 
What It Does.” “How to Sell Insur 
ance,” “The Prosperous Agent,” “The 
Art of Insurance Salesmanship” and 
“One Hundred Ways of Canvassing.” 


H. W. McKay, who represents thx 
Ohio National in Arkansas and whose 
headquarters are at Memphis, Tenn 
wrote $500,000 during the month of 
August for his company. He has led 
the company in production each week 
for the last eight ‘weeks. Mr. McKay 
has been in the life insurance business 
for many years, but has been with the 
is National for only three months 
He is the first man to have the distinc 
tion gt placing $500,000 on the books of 
his company in a single month. 


Charles F. Williams, vice-president of 
the Western & Southern is at his desk 
again after a six weeks’ stay in Europe, 
during the course of which he attended 
the British Empire _Exposition. 


Edmund C. Carshaw, specialist on in 
dustrial life insurance contracts, and 
connected in that capacity with the Met 
ropolitan Life’s legal department, died 
suddenly at his home in Nutley, N. J., 
Tuesday night, Sept. 2. Mr. Carshaw 
had been in the service of the Metro 
politan Life for 42 vears, having started 
as an office boy. He is survived by his 
widow and one married daughter, both 
residing in Nutley. 

Mr. Carshaw obtained employment 
with the Metropolitan Life in 1882 and 
from then on his studious habits and 
steady application brought him sure ad- 
vancement. While in the claims division 
of the company Mr. Carshaw studied 
law and in 1912 he was transferred to 
the legal end of the company’s business 
He soon became an expert on industrial 
life insurance contracts and ranked high 
as a specialist in that branch of the law 


Joseph Herzberg, aged 66, veteran 
manager of the ordinary department of 
the Prudential at Milwaukee, passed 
away at his home, Tuesday, after a pro 
longed illness. He was a figure of 
prominence and popularity in Milwaukee 
life insurance circles, and during his 26 
years as manager of the ordinary de 
partment here, won many warm friends 

The deceased accompanied his parents 
to America at the age of 14 from Ger 
many. The family settled down in Bal 
timore, Md., where the late insurance 
man was reared to manhood. He later 
lived at Salina, Kan... and St. Paul, 
Minn., coming to Milwaukee in 1898 
His position here was that of first man 
ager of the ordinary department for the 
Prudential, a post he successfully filled 
until his death here this week. He was 
recognized as an efficient executive, and 
credit for the development of his de- 
partment during the quarter century he 
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iad charge oi it, is given largely to his 
eadership. 

Mr. Herzberg was a member of the 
Masonic order, and was prominently 
dentified with many worthy charitable 
und community projects. Though pri- 
marily interested in the promotion of 
surance, he was active in community 
and social life, and was recognized as a 
substantial citizen. He is survived by 
is widow, four daughters and three 
sons. 

J. H. Carney, of Sturgis, Ky., was de- 
ired winner of the Inter-Southern Life 
0-day silver cup race between agents of 
e company in Indiana and Kentucky. 
ie is one of the youngest agents con- 


ected with the company He turned in 
ore business than any other man in 
vo States rhe cup was presented to 


1 at a meeting held at a hotel at 
insville, Ind., a few nights ago 





LIFE AGENCY CHANGES 








MERSFELDER IS TRANSFERRED 





State Manager of the Kansas City Life 
in New Mexico Shifted to 
Oklahoma 





L. C. Mersielder, formerly state man- 
ger for the Kansas City Liie in New 
Mexico, has been appointed state man- 
ger in Oklahoma. The New Mexico 
gency will be under the supervision of 
Harry Slack, who has for a number of 
years been associated with Mr. Mers- 
elder as assistant manager 

Before entering the life insurance 
business, Mr. Mersfelder had had a 
vide experience in the educational field. 
He was a school teacher for many years 
ind state superintendent of instruction 
1 New Mexico for one term. Later he 
served two terms as state senator. 

The Kansas City Life has in force in 
Oklahoma $21,784,723, being a per cap- 
ita insurance of a little over $10. This 
igh percentage has been the result of 
the dynamic efforts of Eugene Arnett, 
former state manager of Oklahoma. 
Mr. Arnett’s health broke two years 
go, and since that time he has been 
more or less inactive. 

Mr. Merstelder is a graduate trom the 
Denton Normal of Texas, and the Nor- 
mal University of New Mexico. He 
was supervisor of mathematics in the 
New Mexico Normal University. For 
the last three vears he has been chair- 
man of the local committee in charge 
of the Albuquerque Chautauqua, and 
chairman of the Albuquerque Scenic 
Highway Association. Every Sunday 
Mr. Mersfelder teaches a Bible class of 
ugh school and college young men. 

He has brought the New Mexico 
Agency of the Kansas City Life into 
prominence, and made out of it one of 
the leading life agencies of the state. 
His allotment for the year in Oklahoma 
is $4,000,000. Mr. Mersiclder has 
pened offices in the Farmers National 
Bank building, Oklahoma City, Okla 





Fred S. Stripp 


Fred S. Stripp formerly manager of 
the group department of the West Coast 
Life, has been appointed Oakland mana- 
ver for the Fidelity Mutual Life. This 
ippointment is somewhat in the nature 
ta “home-coming” for Mr. Stripp as, 
prior to joining the West Coast Lite in 
1921, Mr. Stripop was San Francisco 
ranager of the Fidelity Mutual Lite. 


Andrew B. Shea 


Che Equitable Life of New York has 
laced its Sioux Falls office under the 
urisdiction ot the W. W. Klingman 
\gency of St. Paul, Minn. This dis- 
trict has been in charge ot George R. 
Douthit, who died last week. Mr. 
Klingman was at the Sioux Falls office 
ast week and arranged tor the future 
peration of the agency. He appointed 
Andrew B. Shea as district manager, 
vith headquarters in Sioux Falls. Mr. 











Policyholders Are Not Born— 


they are are made. Once made, they are 
worth keeping. 
Our New Book, 
One of the Lincoln National Life policy- 
“CAN YOU holders at Santa Ana, California, decided 
MEASURE UP?” to drop his policy because he lacked the 


ready money for the third annual premuim. 
will be 

furnished upon But our field man there, G. J. Gilbert, ad- 
request vised him to change his form of payment 
to the Monthly Premium Plan. He not 
only saved the business but wrote the policy- 
holder $4000 additional under the Monthly 

Premium Plan. 


This is one of the many instances where 
the Lincoln National Life Monthly Prem- 
ium Plan has saved the business or gained 
added business because it fit into the 
budget of the policyholder. It is effective 
also in obtaining new policyholders. 


Lincoln National Life field men are sure 
that their Monthly Premium Plan is another 
good reason why it pays to 
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Shea has been an agent in the Water- 
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“Rush This!” 


In the last analysis, eficient home office 
service to agents is mainly a matter of 
speeding up detail work. One of these 
details is getting out the mail. 
A part of the modern equipment of 
WEST COAST LIFE’S Home Office is 
an automatic stamping machine. It 
stamps more envelopes in an hour than 
pair of human hands could stamp in 
a day. 
It’s one of a great many reasons why 
WEST COAST LIFE agents don’t have 


to mark their papers, “Rush this!” 


West Coast Lire 


INSURANCE COMPANY 


HOME OF FICE -SAN FRANCISCO 


The only company on the Coast carrying Group Insurance 
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Attractive Agency Openings in Thirty-Five States 


To Agents who are Master Masons we offer: 
Liberal First Year Commissions— 


town district for three years and has 
made an enviable record in his terri- 
tory. There was a luncheon in honor 
of Mr. Shea at which 35 Equitable rep- 
resentatives were present. Mr. Kling- 
man and G. D. Hedding and J. C. Hic- 
key, all from the St. Paul office, spoke 
at the luncheon, as did Dr. T. J. Billion 
and Dr. C. F. Culver, the Equitable’s 
examiners. A resolution was adopted m 
memory of Mr. Douthit who had been 
with the Equitable in the Sioux Falls 
office for 20 years. 


R. A. Young 

R, A. Young has been appointed man- 
ager for eastern Kentucky by the Bank- 
ers Reserve Life of Omaha. Mr. Young 
will make his headquarters at Lexing- 
ton. He was formerly general agent for 
the Security Life of Chicago and has 
always been a big personal producer. 


John P. Hyland 
John P. Hyland has been appointed 
manager of the Cleveland office of the 
Bankers Reserve of Omaha. Mr. Hy- 
land was formerly assistant superintend- 
ent of the Prudential. 


E. H. Mack 
The Western Life of Des Moines has 
opened a state agency for Nebraska in 
Lincoln, in the First National Bank 
building. E. H. Mack, district manager 
at Clarinda, Ia., for the past five years, 
is in charge of the Nebraska territory. 


James E. Dickerson 
James E. Dickerson is now repre- 
senting the Shenandoah Life at Rich- 
mond alone as general agent. He for- 
merly represented the company in that 


stood to be now gaged in another 
line of business. Dickerson is 
quartered in an elles at 710 Mutual 
building. He is a former member of 
the Richmond city council and is a well 
known figure throughout the city. 


Paul D. Hurd 


Paul D. Hurd, who has been an agen: 
for the Provident Mutual Life in Chi 
cago, has been appointed district agent 
at Kankakee, IIl 


Ray P. Cox 


The Minnesota Mutual Life has a; 
pointed Ray P. Cox, formerly agenc 
manager for the Montana Life, in charge 
of its western territory. Mr. Cox er 
tered the life insurance business about 
ten years ago, and has established some 
commendable records. His work will lie 
mainly in the western field, in which his 
activities will be supplemented by occ: 
sional trips by O. J. Lacy, second vics 
president in charge of agencies. 


dissolved, and Mr. Nicholas is under- 
en 
Mr 


Ohio State Life Appointments 


J. N. Worsham, who was postmast: 
at Laredo, Tex., for 8 years under t! 
Wilson administration, has been 
pointed general agent of the Ohio Stat 
Life at that place Other appointments 
in Texas made by the Ohio State Lii 
are Ramon Narvaez, San Antonio; ar 
Jack D. Logan and Joseph E. Nes! 


ot the same city 


Louis C. “Kuhler 


Louis C, Kuhler, who has been a sales- 
man in Cincinnati for the past 25 years 
and who has been one of the prominent 
bond men since the days of the Liberty 


Loan drives, is now identified with the 
- 





Continuous Renewals — Real Home 
Office Cooperation. 


capacity there in partnership with Cary State Mutual agency at Cincinnati of 
A. Nicholas. This relation was recently which Ralph Holterhoff is general ager 





EASTERN STATES ACTIVITIES — 


We issue all Standard Forms of Old 
Line Legal Reserve policies to Master 
Masons oniy—at Net Cost 














OHIO NATIONAL CONVENTION which the company has grown from 
$160,000,000— oe $7,500,000 insurance in force to more 
1 $50,000,000, was unfolded. 


than 
Cincinnati Company Has Unique Fea- — 
Regional Meeting Held 


ACACIA MUTUAL LIFE ASSOCIATION ture in Presenting Gavel to Pres- HARTFORD, CONN. Sept. 10 
ssiaiilitiens WILLIAM MONTGOMERY, President ident of Agency Club The Leaders’ Club sectional meeting 
HOMER ILDING WASHINGTON, D. C. —— of the Connecticut Mutual Life were 
held at the Hotel Bond, Sept. 5-6, wit! 
an attendance of leading producers i 
the New England territory, amounting 





Insurance in Force over 


Assets over $10,000,000. 














The Ohio National held its annual 
convention at the Waukazoo Inn on 
Black Lake near Holland, Mich., from . : 

Aug. 30 to Sept. 4. There were about in numbers to about 100. Many sales 
150 present, including agents, home of- — ing i Bante yA fad bs ne my View. 
fice officials, guests and their wives. se J set . | ns L . L SS given DY Vice 

a ° ° . *S1¢ q es - oomis 
While no underlying topic was assigned ee — aaa 
for the convention, the entire program =% 


“SAFE AS A GOVERNMENT BOND’ 


LIFE. HEALTH, ACCIDENT ~° MONTHLY INCOME INSURANCE. 


Have Qualification Questionnaire. 





SEE—~> LATEST POLICIES AND AGENCY CONTRACT FOR FACT rapidly took that of “Service. This 
: ’ . was the thought _ hind every address BALTIMORE, MD., Sept. 10.—Wil 
Openings Ohio, Ind. Ky.. Mich., W. Va., Tex. and Okla. Write Columbus and discussion. W. Temple, the pres- son L. Coudon, deputy commissioner of 


ident of the 1924 tia Club, gave an jnsurance, has announced that he has 
address entitled “The Builder.” He decided on the forms of questionnaire 
brought out the fact that the insurance | which all insurance men are required 
agents are the builders of the economic | to answer under the new qualification 
welfare of their communities through a) Jaw, which goes into effect on the first 
sincere study of its needs and that in-) of the vear. There will be three forms 
tegrity and service were the backbone of | of questionnaires, one for life men, at 
the community’s confidence in the agent. other for men engaged in tire, marine 


The Capitol Life Insurance Co. of Colorado || With this as a keynote, the following and allied lines, and a third for fidelity 


Clarence J. Daly, President —— more or less conformed in ¢asyaltv and surety men. Answers t& 
thought. the questionnaires are to be given wm 


Denver, Colorado Bishop Anderson Spoke der oath. Ii the applicant receives as 
’ ; sistance in answering the questions he 
One especially interesting speaker was |: a ; S ae " 

; : ; ; > is required to state that this is the 
Bis hop W. F. Anderson, formerly of , — ' oe ye 1, 

. > "om case and to indicate sp cifically the 

Cincinnati, but now of Boston. The . pr . . 
- ™ = : questions in which he was assisted i 
Ninth in the U ) A title of his address was “If I Were a , 
. e . ” answering the person who assiste 

Jusiness Man. . . . : 
a ; , . him in making the application also is 

he feature of the convention was the . < . , 

; 7 - required to certify the extent of the 
presentation of a gavel to the president 
of the Agency Club. This gavel was 
first taken by the first president of the 
Agency Club in 1915. He told, in a few “The man who knows his busines< 
words, of the meeting at which he pre- | who is entitled to be known as an 
sided, and of the company at that time. | insurance man, has nothing to feat 
Every subsequent president was in the | from the new qualification law,” said 
audience I he first president, at the} Mr. Coudon “Only the incompeten: 
conclusion of his remarks, turned it | agent or solicitor who, through indiffer 





“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 








In 14 years this Company developed an accident and 
health business that placed it in 9th place among all the 
companies of the United States in amount of disability 
claims paid. And it is now making equal progress in the 
. development of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 


assistance given the applicant 


Only Affects Incompetent 

















over to the second president, who re- | ence . .f intelligence or other re 

lo text book for begingers, & review book for experienced men, « book that every life insurance man should lated similar facts Pat > a non ol ence megs a wane llige nce or « the r Ab . 
| othe Jacob A. Jackson's ‘““Easy Lessons Ww Life Insurance.’ g) se including Quiz Book supplement The ae pg eS . son vas failed to acquire - wor — 
, office. In this way, the history of the | knowledge of the business in which he 





| National Underwriter, 1562 Insurance Exchange, Chicago p t 
company for the past ten years, during | js engaged, of the provisions of the poli 
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cies which he offers to his clients, will 


hit.” 


Push War on Twisters 
;ALTIMORE, MD., Sept. 10.—The 


1estion of twisting, which is said to 
ave become quite prevalent in Maryland 

late, is under investigation by the 
ite insurance commissioner's office and 


tigation, whose names are withheld, are 
alleged to have used misrepresentation 
in securing policies. In dealing with 
this matter Mr. Coudon has made it 
plain to everyone involved that the in- 
surance department, to the limit of its 
authority, will enforce the state law, 
which is very plain in this connection, 
and will do everything in its power to 
foster and encourage the conduct of the 








specific instances have been brought life insurance business in Maryland on 
the attention of Deputy Wilson L. the high ethical plane adopted by lead- 
Coudon. The two agents under inves- ing underwriters. 








HOME OFFICE WINS HALL CUP 
Secures Permanent Possession of Lin- 
coln National Life Award by 
Wianing Third Time 








FORT WAYNE, IND., Sept. 9.— 
Winning the trophy for the third time, 
the home office general agency of the 
Lincoln National Life is now the per- 
nanent possessor of the Hall cup. The 
awarding of the loving cup is in recog- 
nition of the achievement of the Lincoln 

ite underwriters in securing the great- 
est amount of business for the month 

May, which is Hall month 

[The competition was keen, as a num- 


ber of other agencies had won the 
trophy, having twice headed the list in 
competition with the home office agency, 


but the local men were the first to win 


it for the third time, which was the re- 


uirement for the permanent ownership 
the cup. 
It has been won in the past by the 


following agencies, through 13 years of 
spirited endeavor: 1911, W .H. Ingham 


agency; 1912, W. C. Bishop agency; 
1913, J. M. Grace agency; 1914, W. C 
Bishop agency; 1915, H. P. Ingham 
agency; 1917, Home office agency; 1918, 
Home office agency; 1919, E. Colwell, 
Ir., agency, of North Carolina; 1920, E 
Colwell, Jr., agency; 1921, Chicago 
agency; 1922, G. F. Lofthouse agency 
f Detroit; 1923, Rule & Sweich agency, 
Kansas City; 1924, Home office 
agency. 
Associated with Manager Robert W. 
wler in winning the honors for the 


home office agency were the following: 
H. D. Askew, J. L. Mueller, J. L. Moran, 
Wade Bailey, W. H. Ingham, E. H. 
mbs, H. T. Cooke, W. W. t 
M. J. Blitz, J. E. Till, C. I. Vance, R. 


strayer and W. E. Fredericks 
PLAN NATIONAL CONVENTION 


Kansas City Life Underwriters Already 
Lay Out Preparations for 
1925 Meeting 


SANSAS CITY, MO., Sept. 10 Dine 


te Underwriters Association ot Kan- 
City is already getting busy 1 
1as been busy—on preliminary plans for 


e national convention of 1925, which 
ill be held here. Committees are being 
formed to handle certain details, anc 
information is now being gathered, both 
as to what the local groups will be 
Kpected to attend to, and as to special 
teatures that can be arranged 1. E 
Mvers, president of the association, de- 
clares with quiet conviction that Kansas 
City will try to make this the biggest 
nd best convention ever held, so tar 
its efforts can bring about that result 


Agency Rally at Racine 


RACINE, WIS., Sept. 10.—Thomas 
W. Fagan of the Fagan agency of this 
itv, general seents for Lincoln Na- 
tional Life, was host to about 35 agents 

the company from surrounding cities 
and towns at a big special meeting held 
st the agency. Mr. Fagan was host to 
the agents at a dinner held at the Elks 
b following a meeting during which 
usiness conditions and company poll- 
es were discussed. 






WORK OUT MERGER DETAILS 


Reinsurance of Great State Life by 
Royal Union Adds Big Volume 
of Business 


TOPEKA, KANS., Sept. 9.—The 
details of the reinsurance of the Great 
State Life of Wichita by the Royal 
Union of Des Moines are being worked 
out as rapidly as possible. Officials of 
the two companies were in Topeka last 
week checking the securities and policy 
registrations of the Great State in the 
insurance department. 


By the terms of the merger contract | 


the Royal Union is to maintain the 
standard Kansas reserves in Kansas on 
all policies issued by the Great State 
Life previous to the merger contract. 
This will not effect, of course, future 
policies issued by the Royal Union in 
Kansas as the reserve deposits on these 
policies will be maintained in lowa. 

The policyholders of the Great State 
were given an opportunity to vote on 
the proposed merger contract and the 
provisions for their protection 
reinsurance and the vote was practically 
unanimous in approving the merger and 
the transfer. Registration of policies 
and checking of the reserve securities 
is being made as rapidly as possible. 
This adds around $125,000,000 to the 
business of the company and likewise 
makes a material asset in prestige. The 
officers of the Royal Union are enthusi- 
astic over the increased business that 
has come to it since the merging of 
the several companies that now consti- 
tute the company as at present organ- 
ized. 


Hold District Convention 
GREEN BAY, WIS. Sept 


the Lincoln National 


10.—Otm 


cials of Life were 


present in this city to attend a meeting 
of Door, Brown and Kewaunee county 
representatives of the company, held at 
the Hotel Northland About 20 com- 
pany agents were present to hear the 
officials explain the new policies the 
company, especially the new contract 
insuring from the age of one day up 
Fred L. Tayk r, local representative, 
acted as host to the following officials 
during their stay in the city [. me 
Hughes, Minneapolis vice-president 
Dr. C. C. Winter and A. L. Dorn, Fort 
Wayne, respectively medical expert and 


superintendent otf agencies 


Held Sectional Meeting 
SPRINGFIELD, ILL., Sept. 9.—Cen- 


tral Illinois agents of the Pan-American 


Life had a chicken dinner and all-day 
meeting at Maple Meadows Friday, 
with C. D. Corey, superintendent of 


agents, principal speaker. R. F. Butts, 
general agent for central Illinois, and of- 
ficers fro mthe New Orleans home office 
were guests. 


Plan Exhibit at Fair 
MILWAUKEE, WIS.,  — 


Clifford L. McMillen, home general 
agent for Northwestern Mutual Life mm 
this city is preparing to have an agency 
display during the annual Milwaukee 
Journal Food Show, a big local exposi- 
tion staged by a daily newspaper. The 
show takes place during the week of 
Oct. 27 to Nov. 2 and attracts thousands 


Sept. 

















by the | 











JHE Chicago National 
nee Life Insurance Com- 
Sci pany has special, in- 
—2J ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 





Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, IIL 




















Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


$80,000,000 


Admitted Assets 


$8,700,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 


CLARENCE E. LINZ 
Viee-President and Treasurer, in Charge of Agents 
PHILIP N. THEVENET PAUL V. MONTGOMERY 
Vice-President and Secretary Viteo-President 


amd Astuary 
DALLAS, TEXAS 
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panies, until Jan. 1, 1925, on charges oi 
twisting, preferred against him by the 
Los Angeles Life Underwriters’ Asocia- 
tion. This is the first case of a suspen- 
sion of a license under the present act 
but two other cases are pending. 





of people. Educational charts and pam- | 
phiets for distribution will form the 

greater part of the exhibit which is a IN THE SOUTH AND SOUTHWEST 
novelty for an affair like the food show. 

“Schmitty”, prize bear mascot of the 

agency, may be one of the attractions pag “paRTNERSHIP AGENCY” | the agency that writes the most busi- | 
of the booth providing he is sufficiently ness above the monthly average wins 
docile, according to Mr. McMillen. the cup each year. The cup was won 


. : by Columbus, O., district last year. 
Peoria Life Agents Met The partnership agency offers a stand- 




















Montana Life Opens Building 


The Montana Life formally opene 
its new home office building in Helena 


General Agent for George Washington 
Life at Nashville Launches Novel 





GALESBURG, ILL., Sept. 9.—Dan Organization ard course in salesmanship to all agents ao. 
B. Mayer, district manager of the Peo- as they become members of the partner- | Mont last week, ov *. 1000 = — 
. +c - . . . : , The »ne feels | Visiting the structure during the days 
ria Life Insurance company, presided at Allen Alex: . ship agency. The general agent feel g Ss ; 1g | y's 
Allen Alexander, general agent ed that this is a wonderful help to men who] ceremony. The hosts of _interestex 


a conference of general agents of the 
territory last week. wA dinner opened 
the meeting, W. E. Willis talked on 
“Service and Business Ideals for a Suc- 
cessful Career,” and plans for the ensu- 
ing year were made, with prediction that 
the district will set a new record dur- 


guests continued to fill the building dur- 
Montana Life 
structures 1 


the George Washington Lite at Nash- | have had no experience in the insurance 
ville, has developed a plan to be known | cet en 

as the “Partnership Agency.’ All dis- Mr. Alexander has been general agent 
trict managers in middle Tennessee will | since June, 1923. He has recently ap- 
be on a partnership basis with the gen-| pointed E. N. Goad and H. C. Fakes of 
eral agent. The district managers have | | ehanon special agents. 

the power to appoint their own agents | 


evening. The 
of the finest 


ing the 
now has one 
Montana. 





Coast Notes 


ing the year. , - —— - , 

——a and will be responsible for contracts to Does a Big Month’s Work ‘The Massachusetts Proteetive Life of 

Will O. Ferguson and wife of Evans- them. | _ “2 ,r So oni , : — a ee ee eee 
ville, Ind., have returned from a tour of Mr. Alexander has laid plans to try | The Alamo Life of San Antonio wrote : ; bie la ai ie hd 

-] : . . ae a VW ESS ~ ade a ma, ilfe anage Oo e Aetna 

Burope that lasted several months. | Mr. to win the cup in September. Septem- | its first $1,000,000 of new business in Life in Les Angeles, has moved to the 


Ferguson is district agent for the Penn 


Mutual Life. National City Bank building. Mr. Muma 


is one of the best known of the Aetna 
agents He was formerly in the Van 


ber is known as President’s Month and/ 30 days. The officers fixed $10,000,000 
as the amount of business that is ex- 





Practically all 








H. A. HOPF & 
OMPANY 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 
Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 

















Equitable Life & Casualty Insurance Co. 
of Frankfort, Ky. 


Our Accident and Health Policies give the Insured his money’s worth. 
They are Far Ahead of the Average, and Contain Features which make them 
distinctive. 
We need a few good men in Kentucky and California. 
Address 
CASUALTY DEPARTMENT 


360 North Michigan Avenue, Chicago, Illinois 











THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


A GOOD WESTERN COMPANY 


wate Up-To-Date Policies Liberal Contracts 
Iowa, South Dakota, Minnesota, Nebraska 











Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 
$50,000.00 with premiums payable annually, semi-annually or quarterly, 
and INDUSTRIAL Policies from $12.50 to $1,000.00 with premiums pay- 


able weekly. 
JOHN G. WALKER, President 











| pected for the first year. 
of the $1,000,000 in the first 30 days 
of its career was written in San Antonio 
E. W. Nothstine is vice-president and 
director of the organization. The Alamo 
Life is specializing on its so-called “en- 
dowment bond” which is written on 
preferred risks between 15 and 50 
years of age. 


Arkansas Guard to Insure 


| LITTLE ROCK, ARK., Sept. 9.— 
The Arkansas National Guard is work- 
| ing on a plan for the group insurance 
| of its members, through the Metropoli- 
tan Life. A total registration of 75 per- 
cent of the aggregate strength is re- 
quired. At the recent encampment 600 
were registered, but a total of 1,725 will 
be required before the plan can be made 
effective. Under the schedule adopted, 
privates may be insured for $2,000, non- 
commissioned officers for $3,000 and 
commissioned officers for $5,000. The 
| total cost will not exceed $2.25 for each 
| thousand dollars insurance for each cal- 
| endar quarter. It will probably be some- 
what less, after the exact amount of 
| premiums is determined, when the ages 
| are on file and the average ascertained. 
The benefits include claims for death 
and total and permanent disabilities. 














| FILE SUIT FOR BACK TAXES 


Bankers Life, in Behalf of All Affected, 
Seeks to Recover Money Collected 
by Department 


DENVER, COLO., Sept. 9—The 
Bankers Life of Des Moines has filed 
suit in the Federal court at Denver to 


compel Commissioner Cochrane of Colo- 
rado to return monies charged as 
wrongly collected from the company by 
him. The monies so collected were 
back taxes forced under the operation 
of Colorado’s retaliatory law, to equalize 
the collections during the years 1921, 
1922 and 1923 of lowa’s tax and license 
charges from Colorado companies as 
against the smaller sums charged ia 
Colorado for Iowa companies operating 
| here. Since he started this campaign 
| to enforce the state retaliatory law Mr. 
| Cochrane has collected $48,000, all oi 
| which has been paid by the companies 
| under protest. The insurance depart- 
| ment has taken no further steps since 
| the filing of this suit. If favorable Com- 
missioner Cochrane will at once proceed 
with his original plan, it is said, to en- 
force collections for all the years as far 
back as 1913. This Bankers Life suit 
is in behalf of all the companies affected. 





Suspend Agent’s License 


Commissioner Squires of California 
has suspended the license of A. C. Le- 
baron, agent for the Guarantee Fund 
Life Association and the Illinois Bank- 
ers’ Life Association, investment com- 





Nuys building 


| ACCIDENT AND HEALTH 


CHANGES MADE 


IN POLICIES 


Masaschusetts Bonding Announces 
Withdrawal of Contracts and Two 
New Ones 


The Massachusetts Bonding an- 
nounces that its policies known as the 
“Victory,” “Peerless” and “Climax” are 
withdrawn, and the “Security” and “De 
fender” disability policies take their 
place. The “Security” supersedes the 
“Victory,” and the “Defender” super- 
sedes the “Peerless.” No new policy is 
put out to take the place of the “Cli- 
max.” These policies are on _ the 
monthly payment plan. Under the “Se 
curity” policy, full benefits are payable, 
if disability is within five days from 
date of accident. Partial disability also 
may begin within five days from date of 
accident. Under the “Victory,” disabil 
ity began at the day of accident. 

The provision which allows only one- 
half benefit, in event the assured is not 
totally disabled, beginning on the date 
of the accident, but does become totally 
disabled within 60 days thereafter has 
been eliminated. 

Operation Fees 


Operation fees are payable for certain 
operations made necessary by sickness 
or disease. For instance, appendicitis is 
covered, also goitre, for which an oper 
ation fee of $100 is provided, in event the 
monthly illness indemnity is $100. In- 
testinal obstruction is covered. For that 
operation $50 is payable. For the extir 
pation of tumors trom any part of the 
body, $10 is provided, in event the tumor 


is benign, and $50 in event it is malig- 


nant. 
Under the “Security” policy for non 
disabling injuries the company agrees to 
reimburse the assured in an amount not 
to exceed $10, double the amount pro- 
vided under the “Victory” policy. 
Monthly Illness Indemnity 


The monthly illness indemnity has 
been changed to provide full benefit for 
a period not to exceed 12 consecutive 
months, no matter what the cause of his 
disability may be with the exception of 
venereal disease. If disability is due to 
tuberculosis, boils, felons, or abscesses, 
full benefits are payable up to the 12 
months in event of continuous confine 
ment. 

One important change in the double 
indemnity clause for hospital confine- 
ment is that the company will pay these 
benefits, only in event the assured per- 
sonally incurs the expense of the hos- 
pital treatment. In the past. the 
Massachusetts Bonding states it has 
paid out large sums to men whose hos 
pital treatment cost them nothing. It 
is convinced that some claims have been 
unduly prolonged, just because the 
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claimant was in a hospital, at no ex- 
pense to himself. 
Change in Accumulations 


In regard to accumulations and in- 
creases, the new policy now provides 
that the 50 per cent accumulation clause 
applies only to the principal sum in 
event of loss of life, one-half for loss 
of either foot or hand and one-third 
for loss of either eye. Double benefits 
payable for loss of two limbs or eyes, 
or any two of them, are not increased 
1 per cent each month. 

The company promises to 
expenses not exceeding $100, 
man is found not able to 
himself. 


defray all 
where a 
take care of 


WATERS PURCHASES CONTROL 


National Accident of Lincoln, Neb. 
Goes Over to New Directorate 
of Active Officials. 


LINCOLN, NEB., Sept. 9.—The con- 
trolling interest of the National Acci- 
dent of Lincoln has been sold by L. 
B. Howey of Lincoln and W. C. Howey 
and F. H. Howey of Beatrice to George 
L. Waters and his son, L. L. Waters 
of Lincoln. The Howeys held 58 per 
cent of the stock, but had only routine 
connection with the company’s affairs. 

Howey was president. He was 
also president of the City National 
bank, but since his retirement from that 
institution has spent most of his time 
out of the city. 

The company will continue under the 
old name, but will be under the direc- 
tion of a new board. George L. Wa- 
ters, secretary-treasurer, will become 
president, and L. L. Waters, the pres- 
ent actuary, will be the new secretary- 
treasurer. The other members of the 


board of directors will be: W. C. 
Black, Beatrice, vice president; W. J. 
Strohecker, Lincoln, and L. R. Wilson, 
Lincoln, directors. 

The National Accident company is 


reputed to be the oldest Nebraska ac- 
cident and health stock company now 
in business, and was organized in 1907. 
George L. Waters, the new president, 
has been with the company for the last 
15 years, and it has been under his 
direction and management that it has 


be held in New Orleans Oct. 9-11. 
There will be a meeting of the execu- 
tive and the conference committees on 
Oct. 8. Convention headquarters will 
be at the St. Charles Hotel. Among 
the prominent speakers already engaged 
is Dr. Oscar Dowling, head of the 
Louisiana state board of health. 


Holding District Convention 


LITTLE ROCK, ARK., Sept. 9—As the 
opening program of a sales convention of 


all their representatives in the Littlk 
Rock district, the Life & Casualty of 
Tennessee gave a banquet at the Hotel 
Marion. A very interesting, as well as 
inspirational program had been arranged, 
which included a speech by J. E. Acuff, 
vice-president and manager of the com- 
pany, as well as other talks by local 
business and professional men. R. N 
Dillingham, superintendent of the Little 


acted as chairman and 
representatives of 


Rock district, 
told of the record the 
the Little Rock district had made Mr 
Acuff reviewed the early start of the 
company, telling of the rapid growth it 
had enjoyed and stated that the com- 
pany would reach its majority in age 
this month, being in operation 21 years. 
Fred Isgrig, local attorney, spoke on the 
business outlook of the country as a 
whole. R, C. Irvine, assistant cashier of 
the Bankers Trust Company, spoke on 
“Arkansas.” E. Julian Herndon, adver- 
tising manager of the Arkansas Demo- 


crat, spoke on “Advertising and How It 
Could Be Successfully Applied to the 
Selling of Insurance.” 


Oshier Made Manager 


R. B. Oshier has been appointed sales 
manager of the Jens Smith office of the 
Pacific Mutual Life at Chicago, with 


supervision over the non-cancellable de- 
partment. Mr. Oshier has been a per- 
sonal producer in Minneapolis, Minn., and 
has had especial success with the “non- 
can” policy. He will endeavor to develop 
this field still further among the promi- 
nent business men of Chicago 


First National’s Good Gain 


The First National Life, Health & Ac- 
cident of New Orleans reports an increase 
of over $1,300 for the first seven months 
of this year, which President Martin re- 


gards as very satisfactory. Especially 
good results were achieved in the contest 
between the city staffs at New Orleans 
staged by President Martin and Vice- 


President McFarland in order to stimu- 


INSUR: ANCE E DITION 











Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating’’ insurance if “dividends” were 


decreased or passed. 


Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interes earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 














NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 





F. W. DALTON, President 
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Exceptional Contracts. | Some Choice Territory 


























attained a large growth and a high | jate business during the dull month of 
standing. July. The increase made in the New 
The company has a capital stock of | Orleans district during the month was 
$100,000, and a surplus at the time of $136. ° 
its last annual report of $20,100. It —— Pictures Tell the mice 
had admitted assets of $259,000. Accident Notes Cart e will give your house organ that all Me. 
Lister Sherwood, former assistant a oo s° oF your sp | sales Send fer 
: manager of the Louisville branch of the 
Announce Convention Date National Life & Accident, died Monday 
Ty 2 . ¢ S } night at his home in Gary, Ind., where BUSINESS CARTOON SERVICE 
Che 15th annual meeting or the South- he was district manager for the insur- 35 South Dearborn Street, CHICAGO 
ern Industrial Insurers Conference will ance company. 
——— — ee 


Policy Literature, Rate Books, etc. 
PRICE. $3.50 and $2.00 respectively. 





| _ NEWS “ABOUT LIFE POLICIES 


New Policies. enti Rates, Dividends, acess idee and all Chosen in 
Supplementing the 
Digest” and “Little Gem,” Published Annually in May and April respectively. 





“Unique Manual- 








CLAUSE IS NOW LIBERALIZED | no doubt the small premium charge did 


| not impress the policyholder that he had 


Secretary Seitz of the Security Life | 


Comments on the Total and Per- 
manent Provision 





Secretary J. Charles Seitz of the Se- 
curity Life of Chicago announced to the 


| the company 


agents at their annual meeting that a} 
change would be made in the total and | 


disability clause. At the 
the Security will start the 
this clause 
This will be changed 
to six months. There has been a read- 
justment of rates to correspond with 
the change. Mr. Seitz said that the Se- 


permanent 
present time, 
payment under 
year’s disability. 


after one} 


curity Life was one of the first 25 com- | 
panies to adopt the total and permanent | 


disability clause, it then being merely 
a waiver of premiums. It had no claims 
under this clause. Mr. Seitz stated that 


anything of great value and perhaps did 
not apply for a waiver. Then came the 
clause providing that the face of the 
policy would be paid in a certain num- 
ber of installments. Under that clause 
had 10 claims. Then the 
clause was broadened to provide for a 
life annuity so long as the assured was 
disabled. Under this clause there have 
been 11 claims. 

Since it started collecting the addi- 
tional premiums for this clause, there 
has been received $101,000 in premiums. 
The Security is now carrying as a re- 
serve for this clause $65,500. It has put 
up a reserve of $48,000 to meet the 
claims of those disabled and it has paid 
claims amounting to $17,500. This 
makes a total of $121,000 put up as a 
reserve and paid for claims. 

Mr. Seitz said that it was clear that 
the companies were not making any 





AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C BIGGER FRED D. STRUDELL MORTON BIGGER 
President Vice-President Secretary 
Cc. W. SIMPSON BERT H. ZAHNER 
Medical Director Chicago Manager 
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money with the present premium. He — End of Polley Le — 

| said that there would be no change in 570 cee 796 11.17 14.92 

1905 1924 ] | the clause covering women in the total 5.75 6.62 8.14 11.45 15.23 

\}| and permanent disability feature of the 5 oo S78 i aS 18.54 
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, P . . —_" cost being reduced by about 10 percent. 7. 9.36 13.19 17.87 
For attractive agency openings in our growing organization, address: As the company has decided to discon- 7. 9. 43.17 17.88 
| tinue the practice of apportioning extra i : 2 3.15 17.89 
. . | “Bie . - ; . A 9.31 13.13 17.92 
Home Office—Chicago Temple Bldg., 77 W. Washington St., dividends at the end of the 5th, 10th 719 9.27 13.12 17. 
Chi Ilinoi and 15th policy years, the increase in 7.1 9.22 13.11 17.95 
cago, AMINOIS net cost does not equal the increase in a4 tT: i Fy 44 
- = ___|f | the dividend schedule. The new sched- 7. 912 1311 18.02 
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Ordinary policies contain a valuable Disability clause and are guaranteed by State seam 48 tA eae Sees | os plage ca Maney essen Foaggy nag Rhee 
Endorsement. . 3391 43 817 §£ 5-93 10.35 the low premiums during the first ten 
GOOD CONTRACTS POR LIVE AGENTS 3448 44 594 4 > + ah 4, years, the cash surrender and loan values 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. il Se ae 8.77 11.47 are vi ry low. TI “ ge will not be 
$7.27 6 5.37 5 4 0 86 issued tor amounts less than $2,500, nor 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas + os 7 ) + . 2 of 7 = to married women. After the first ten 

719 #=49 #=+&5EO 6! 10.20 1307 Years, the policy may be converted by 

anaes 4 ) 50 5 7] 6 1959 12.49 the pavment of the difference in reserve 

‘ <s a6 € ao ee eet Phe disability rates are the same as the 

5 $5 618 7: 1182 14°75 whole life disability rates; the double 

fj 54 6.41 7. 12.27 15.18 indemnity rate is $1.75 per $1,000. 

7 } oa yt os + 2 7 + +4 Premium rates on this policy, for the 

e7 738 900 1089 13.6 1¢42 frst ten years, and after the first ten 

58 7.82 9.54 11.41 14.09 16.25 Years are given below: 

59 «= 8.34 10.14 11.97 14.55 17.29 . 

60 8.90 10.76 12.54 15.00 17.74 me ~y Aer 

\ue re rears fears 

20-Payment Life | "y sigat ey 

-——End of Tear-——, | 5: 4h 20.30 = 40.60 

|Prem. Age 5 15 20 9. 50 27.00 54.00 

: : $24.60 15 $3.91 $4.57 7.28 9.44 , 55. 37.33 74.6% 
by our plan gets over sase 16 a4 a3 +38 8 n. 

17 «3.97 4.67 7.59 9.69 OFFER NON-MED °SS 
= - 18 4.06 4.72 7.7 9.8 ~ ICAL BUSINESS 
50,000 definite pros- 1s oe ate tas 998 ee 

f - Sie aa 7.96 10.05 Federal Union Life of Cincinnati to 
eT ee 21 2 4 1.15 . 
pects every year for Our 22 4.16 495 8.17 10.26 Take Teachers on This 
3 4.21 56.02 8.27 10.36 Plan 
| alow ‘ 4 «4.25 «5.09 4.36 10.45 
| saiesmen. °° 864.21)—«(«6.16 8.45 10.56 

29.21 26 1.236 5.24 8.54 10.66 The Federal Union at Cincinnati |b 

29 73 27 4 4) 5 31 8.61 10.77 sending out to its agents the following 

+4 a4 °4 : 4 , 4 - on 4) os notice, in which it offers to take teachers 

142 «380 460 659 8.81 7 : on certain forms of insurance without 
203 3) 4.66 5.68 $86 1129 & medical examination: 

32.67 32 4.74 6.73 8.93 11.45 “Until further notice, the company will 
| 7 4 33 4.83 5.78 9.02 11.62 issue an endowment policy, without 
| B R LIFE COMPANY +7 Me a oR ace 1199 | medical examination, to teachers in the 
34 + oo 4 > +4 re 4 ey sa'48 public schools, universities, parochial 

r+ 4) ap P 12 = 97 942 1249 Schools colleges teaching the professions 

. ; 37 ; 6 9.42 12 

"714 aR 519 6.00 9655 12.65 and technical subjects, or other private 
' Des Moines, lowa 48.01 29 6.25 6.02 9.68 12.90 schools of recognized standing, who are 

38.92 40 >. 33 6.0¢ 9.84 13 if now in good health and who are either 4 

GEO. KUHNS, President ° + 41 6 40 7 10 + 00 13 43 now employed or under contract for the 
s +4 os 43 > o. D4 16 +4 aa za b+ next school year, and who are not over 

4309 44 658 6.29 10.65 14.32 45 years of age. 

——- 44.29 45 6.62 6.39 10.90 14.62 “This policy will be written on the 10 
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states which limit insurance without given the superintendents since July 1 Wester, South Bend, Ind., and Agent perintendent W. C. Jennings, Gary, tied 
edical examination to lower amounts) 1924 Joseph Martin, South Bend, Ind Agent Louis Balogh, South Bend, Ind 
the regular policy forms, at the During September the Conservative Net Placed Ord ry—Superintendent i. 
gular rates and in accordance with the Life expects t put over the biggest Cc. WwW Wester, South Bend Ind i 
rescribed rules of the company now in month in its history as the men have Agent Joseph Martin, South Bend, Ind Harris Made Agency Secretary 
rece governing the issuance of policies designated it President's Month r a a ‘ are ae aes ; ' ' z 
where full medical examination is re- honor of President Place, who celebrated ee See perintendent © The Sun Lite of Canada announce 
1ired.” his 74th birthday Sept On that morn- —— 40 epee Ind. and Agen the appointment of Victor B. Harris 
That the plan of taking teacher ing his desk was covered with telegrams | J0S¢Ph Martin, South Bend, Ind to the position of secretary of Canadian 
this manner should be entirely satis nd letters gratulations fr Monthly I dent ¢ gencies, this apy tment being mad¢ 
tory is the firm belief of the compar ld for Mr. Pla Ww nly r W. Wes s ad Ag e va cy caused } e al 
based on its experience with insurance returned to his desk after a severe ill- Carl Baschab, P | <, t 7 a ef aaa 
placed through newspapers. Quite a few ness, Was very must gratified by the ex C tion Percent 4 . s&s . = ee eel sare ‘ , 
newspapers offer insurance in connection pression of feeling from the mer tendent Chas. Harlan, Elwood, and L. 7 Aci : “eS = 
with subscriptions. No examination is W. J. Zukawsky is appointed perin H superintenden Agent J. D. Stans Crwon Life 
equired, though the medical department tendent of the Gary, Ind., district bury, Elwood Anderson, tied — — 
f the prone Ag pacontaes the coe The leaders for veat Arr s Pet t—Superint cw D t " gz de $ ] 
tions as carefully as they do those wher Joint I ban Cc. W. | Wes South Bend, I und Acting S less 
there has been an examination 2 g 
While thousands of certificates having 
$500 limit of this character have been | |) eesarseppracpeaomae mt ao TL OA OE OU DEE ET DE DE SEEM DEAE EM DEM UE DC EET ET UE TET TEE TR 
issued, the rejections have amounted Es NN I LY DUO E' 
only to about 5 percent, and t mor ES 
tality has been extremely favorable EY . 
Thirteen papers offer insurance through i= 
this company, so that they are in a posi- Ee & 
tion to judge the results fairly ac- ES °| 
urately Since this condition surrounds > 
this class of business, it stands to reason Ee = 
that a similar offer may be made to so | D H ND 7 S! | 
selected a class as teachers, and the Fed- | EAT A AXE a 3 
ral Union expects to secure a very satis- Ee ’ ra nr go : res 
factory volume of business from this [ES According to the proverb, these are the great certainties of civilized life. And we = 
ource. ES find it so. 
——— o . . a + ~ . 3 
c se Maia ES The total ordinary receipts of the United States Government for the fiscal year 1923 & 
onnecticut Mutua - , . . . . 
ee Bs were $4,000,000,000—or over $36 per capita. Practically all from taxes! Who paid this? ‘z 
me Connecticut Mutual will continue | ie Perhaps you think you didn't. 
he same dividend schedule for 1925 tha > ¢ 4 
ae ae = TAXES AR CERTAINTY! 3 
ee E AXES ARE A CERTAINTY! 
apitol Savings Life rat as 
P & Ss The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per 
The Capitol Savings Life of Columbus ‘a . . f ’ . . , 
o. ties tee cs cs OE enn eae capita. Practically all from taxes! Who paid that? Perhaps you think you didn't. | 
. é one ona 3%. percent arth il 1? A a ~ . . = 
ing basis. It has been on a 4 percent |e Municipal taxes exceed the State taxes, for those who live in cities, many times over. 3 
is eS - = , Co e- ] f - . . . . ~ + . . 
basi Ei The taxpayers of Greater New York pay over twenty times as much in city taxes as they 
Ee do in State taxes. 
WITH INDUSTRIAL MEN Ee The report of the Federal Trade Commission says the total amount of taxes paid for 
~ é 4 rad ° - «=. 
: = federal, state and local purposes in 1922 was over $7,750,000,000. 
Re Don't think you escape because you ‘djrectly pay no real estate tax and no income tax. = 
HOLDS COURTESY ESSENTIAL The consumer pays the tax,’ in the cost of what he consumes—rent, food, clothing, i. 
patito Ee transportation, recreation. fe 
Assistant Superintendent F. L. Johnson |F The man who actually pays the taxes passes a part or all of them on to the consumer ‘or 
of the Western & Southern Life . He must—because his goods and his service cost him more. All the great corporations pay 
Gives Some Practical Advice E large amounts in taxes—and taxes make the cost of their products higher to the consumer 
——. 5 The railroads pay more in taxes than they pay in dividends to stockholders. 


Assistant Superintendent F. L. John- | This Company has within five years paid over $19,000,000 in taxes, excluding taxes 
ee ee ee ae ee ee ES on real estate. All of this $19,000,000 would otherwise have been used to reduce the cost 
jurtesy always pays in the transactions |B of insurance. In other words, the Company passed the taxes on to the consumer, on to 


of the industrial agent Speaking of ar eX its policyholders. It had to. 
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rears he says that they not only creat =) : . 7 
one tat they conaeme thee whieh = This happens constantly in every business, and yet many people think they escape a 
should be devoted to getting new busi- | taxation because they make no tax returns. ‘ 
ness, They render an agent's work null Ee W ll aaa ces whil re live d . ] ’ d > th ee 
and void. He said that a soliciting agent | (ia e all pay taxes while we live, and our estates or our families or our friends pay them c 
should keep in close touch with his pol- |p for us when we die. ‘= 
ri sonra = ae gy ty to iy If, for example, you die possessed of railroad stocks, they may be taxed by each state - 
maintain i@ir interes in their insur- nm . . . ‘ 
nee. Gourteey, the gave, ts the best or- | a where the railroad is incorporated, by the state where you resided and by the state where 5 
gument in collecting premiums. People |B the certificate was located at the time of your death. It has happened that inheritance taxes & 
re ins ‘ re i is | treats Re . ; 
ean ae as ee eo a tae exceed the entire value of an estate. | 
hit e Ful Sout bare | Ss at i hataae _ Fy ° - e 
and sincere courtesy will have its effect [Ex Yes, taxes are certainties! And they often bulk large; too large! 
even on the grouchy, chronic arrears i 
case Mr. Johnson says that his men (|B 
verge og of hei eerste DEATH IS A CERTAINTY! 
business He learned years ag at > . nal 
iness itte outside one’s terri@eory i - + és 
Haagen ag oe ieee ee sory i Death has a long record. He appears in the first chapter of the story of mankind. For ‘a 
is an expense and a nuisances Re - be . 
Mandtiies teneetene tbe onve bas - centuries Death seemed capricious—subject to no law—and he is so still, so far as the indi 2 
i bearing on the arrears ques- [2% vidual is concerned; but, with men in the Mass, Death has a well discerned law of action a 
on et one gets a transfer he calls ' . - 
ibid Selene, weather dene ont. Selke | 7a Of ten thousand men in good health, some will die the first year and some in every a 
are often nervous about their life insur- {pg year thereafter till all are dead; but who will die soon and who will live long is the grea j 
’ th fter till all dead; but wh lld i wh | longs the t c 
ance when they move and it reassures > . . 
Fe mystery. 
them to have the agent call, even if the =) ° ¢ . . . . . n ~ 
prewiems are net éus Fh During the first three months of 1924 the New York Life Insurance Company paid S 
rt 2.739 death claims. Of these policyholders, 126 died in the first vear of insurance, | 36 in ¥ 
E 2 hs 
NEWS OF CONSERVATIVE LIFE | the second year, 463 between three and five years after insuring, 494 between five and ten iS 
ss years after insuring, 707 between ten and twenty years after insuring, and 81! 3 after twenty c 
Company Will Celebrate September as [pj years of insurance. Twenty years ago no one knew which of these 2,739 people would die tC 
; st 4 
President’s Month—Leaders for the Fah first. G 
Year Given rs That uncertain but sure event lies at the very heart of the practical problem of living . 
rat it made life insurance necessary. 5 
a . 
Vice-President Burkart of the Conser- [fe Between these certainties—Taxes and Death—what should a prudent man do? 5 
i e Life of So seme TT at the mS . ~ . 
ey Bo wah plese ii a ~_ Rego: Fs He must himself meet the first certainty Taxes. He will pay taxes while living even is 
nounced an increase in guarantee to su- [BS though he doesn’t know it 5 
: : d 
pe forge nts pene as for July ts But the taxes that literally spring at his dependents when he dies he cannot meet per S 
of 21 rveorcen e now annou es that = ; 
wD erg ge te tng: Becerra ations FY sonally. He can provide for them, however, through life insurance i3 
tee salary to all superintendents of |p He can do more! He can at once create an estate and protect it 
i = Ren eeny mp a —— ES Ask any New York Life man! He will tell you all about it 
ee ee Bn ne Baye gn dll Ry NEW YORK LIFE INSURANCE COMPANY. 
sistan superintendents cir superit bt . S np eeics - ; 
' tendents having charge of from tl e to al DARWIN P. KINGSLEY. Presideni } 
- eight men, and they report direct to tl =) 
home office rhis last increase t § < 
per month makes a raise of t Bir QUATOAUOODEDADOADODODSE DS OIADEDEDODAIODEPOADOUOT Ss ma) 
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We write a complete line of poli- 
cies—age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, Okmulgee, Guthrie, 
Bartlesville. 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 


INDIANA: Indianapolis, Terre Haute. 


Peoria, 
Joliet, 


ILLINOIS: Springfield, Bloomington, 


Decatur, Jacksonville, 
Rockford, Waukegan. 


MISSOURI: St. Louis, Springfield, Jopkin, Mo- 
berly, Jefferson City. 


[OWA: Des Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


Farmers National Life Insurance 
Company of America 


A. O. Hughes, Vice-President in Charge of Agencies 
3401 South Michigan Avenue Chicago 

















The Mutual Benefit Life Insurance Company is a mu- 
tual institution, founded in 1845 for a distinct social 
purpose—the distribution of losses among many 
which to the individual would be overwhelming. 


Being a mutual company in fact as well as in name, 
its old policies, by application of the principle of retro- 
action, have been made as liberal as its present-day 


contracts. 





The 
Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 
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ADDRESSES LINCOLN AGENTS 





Walter Cluff Speaks of Value of Local 
Association as Laboratory 


for Agents 
LINCOLN, NEB., Sept. 9.—The 
members of the Lincoln Life Under- 


writers association, at the September 
meeting, were the guests at luncheon ol 
the Security Mutual Life, and were given 
an inspirational talk by Walter Cluff, 
educational director of the Kansas City 
Lite. President H. H. Loughridge ex- 
pressed the appreciation of the associa- 
tion ior the support given it ' the 
Security Mutual. He said that the as 
sociation now has a membership of 70 
and is preparing’ for a program of work 
for the winter that it was hoped would 
draw every life man in the territory into 
cooperation. 
Is Agents’ Laboratory 


Mr. Cluff said that every real life 
agent ought to be a member of the as- 
sociation in his town. It is the labora- 
tory, the graduate school, for him, and 
the leveling process that is good for all 
men in any profession. Every company 
and every association ought to seek for 
a wholesome cooperation among the 
agents attached to it, and constantly 
Strive to impress upon them the higher 
ideals of writing insurance. A text for 
insurance can be found in every walk 
or happening of life, in a birth, a wed- 
ding and a funeral; in shop, store, 
school, almshouse and _ penitentiary. 
Every bankruptcy court is a sermon 
ready-made for the agent. Ninety per 
cent of the failures in business are an 
argument for life insurance. 

Will Back Every Deal 


He said that in his opinion the time 
was coming when life insurance will 
become the ballast and the buoy tor 
every craft of commerce, when every 
legal obligation in every contract will 
be backed by a policy. Not only will 
the creditor demand this, but the debtor 
will insist upon for his own protection. 


aS 


Baltimore, Md.—Bernard B. Gough, the 
new president of the Baltimore associa- 
tion, announces that Howard W, Jack- 
son, mayor of Baltimore as well as one 
of the best known insurance men here, 
being a member of the firm of Riall- 
Jackson Company, will be the principal 
speaker at the opening session of the 
association Thursday. Whether he will 
talk as “His Honor” or as “one of the 
boys” has not been announced, but no 
matter in what capacity he talks or 
what his subject, Howard, as he insists 
on being called in preference to “Hiz- 
zoner,”’ will be the magnet that will ac- 
count for the capacity attendance antici- 
pated. It will be a dinner meeting. 
Delegates to the convention at Los An- 
geles will make their reports. Five or 
six brief addresses by leading life under- 
writers who made the trip to the coast 
are on the program. Mr. Gough has 
received the tentative acceptance of 
President Clegg, newly elected head of 
the National Association, to address the 
October meeting o rthe association. 

* * * 

Topeka, Kans.—The Topeka associa- 
tion has resumed the regular Saturday 
luncheon meetings The meetings will 
continue every week during the winter 
season The association does not meet 
during the summer months as many of 
the active members and officers are away 
on vacations. The association has grown 
steadily since its organization and the 
attendance and membership this year 
are expected to exceed all previous rec- 
ords. The plans for the winter meetings 
provide for a series of sales talks by 
the older members of the association and 


in reality the association meetings are 
planned to be a small sales congress for 
life insurance men and women 

* * * 

Richmond, Ind.—Morris E. Breunig, of 
Lorenz Schmidt & Son agency in Indian 
apolis, will address the Richmond asso 
clation at a special meeting to be held 
Sept. 26 


AGENTS TO OPPOSE TWISTING 





Northern California Association Adopts 
Resolutions Inaugurating Cam- 
paign Against Practice 


SAN FRANCISCO, CAL., Sept. 9.— 
Resolutions in favor of a campaign 
against twisting were adopted by thx 
Northern Association ot California Life 
Underwriters, at the first meeting heid 
since the summer vacation and also th 
first meeting at which Paul K. Judson 
newly elected president of the associa 
tion has presided. The committee 1 
charge of drafting the resolutions con 
sisted of: J. N. Flowerman, chairman; 
E. J. Thomas and W. J. Mayer. The 
San Francisco organization in these res 
olutions urged that the campaign be 
made one of the principal objectives oi 
the National Association of Life Under- 
writers during the coming year and that 
the Association of Life Insurance Presi 
dents also join in the campaign of edu- 
cating the insuring public against 
twisting. 

The meeting was one ot the first of 
its kind held in San Francisco by the 
association, as it was strictly a business 
meeting minus the usual luncheon, din- 
ner or buffet supper. It was in the 
nature of an experiment and a vote was 
taken to determine whether future meet- 
ings should be of the same characte: 
Ihe vote was unanimously in favor ol! 
such meetings with the provision that 
they convene at 7 p.m. rather than at 
8 o'clock. 

Roy Ray Roberts, large personal pro- 
ducer of Los Angeles, who was to be 
the principal speaker at the meeting was 
unavoidably detained. J. Giffen of the 
Shirley Parker Institute of Psychology, 
however, 7°re an excellent talk on find 
ing prospects and methods ot approach. 

Kansas City, Mo.—Life insurance cir- 
cles In Kansas City are already observ- 
ing distinct general benefits for the 
business, accruing from the holding of 
the school of insurance here this fall. 
Many general agents are inclined to 
think that the holding of this school was 
one of the finest things that could be 
done The September session of the 
Kansas City association will be devoted 
to the school subject, and Mr. Rockwell 
will be the chief speaker. This session 
will be a golf and dinner event, at ons 
of the country clubs, and will be held 
about Sept. 16. The association is plan- 
ning an active participation in Defense 
Day celebration. 


Many Women P rospects 


S° many women, most of them 
young and unmarried, are found in 
busimess today that that source of pros- 
pects is large. They should not be over 
looked. After the agent has sold a busi- 
man, he must necessarily have 
spoken to the girl at the information 
desk or switchboard, and it is quite nat- 
ural that he should stop to sell her 
Many women of today prefer to remain 
single and be independent to marrying, 
and voluntarily choose a business careet 
It is inevitable, however that they will 
some time reach a nonproductive ag 
and for this reason they need insurance 
as greatly as any man. It is estimated 
that the productive period of a woman's 
life is on the average 12 years shorter 
than that of a man, and to provide for 
old age she must give more attention t 
her savings. 

Life insurance should be presented t 
her as the ideal savings method, tor 
many women have lost all their savings 
through unwise investments. More 
over, insurance will provide for untore 
seen disability, which can be done by no 
other type of savings. Even though she 
should marry eventually, she can easily 
keep up the investment and, having 
once been sold on insurance herself, will 
help to sell her husband, so that the 
agent will actually have another pros 
pect instead of losing his customer 
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of Everyday Problems is Keynote of the matter of setting the insurance con: can not collect except through the mage 


Effective Life Insurance Salesmanship : ths even yea . The insurance contract. Proper recording of assign- 


By A. M. BOYLE 
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‘“‘Pennmutualism’’ 


At the top of PENNMuUTUALISM, one of our three 
monthly Agency publications, is .this definition of that 


unusual word: 


“The Superlative Degree of Service—Helpfulness that 
is Unselfish—Performance Beyond Obligation.” 

It describes life insurance at its best, and is therefore, 
as it ought to be, a Company ideal and is not “advertising 


bunk.” 
vigorous Company, energizing 
and Field alike. 


It is a vital force in the work of this great and 


and inspiring Home Office 


We have places for men and women who are animated 


by its spirit. 


The Penn 


Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 


1847 











@ If your present oppor 


tunities in the life in- 


surance business are limited to personal pro- 
duction, our agency contract will interest you. 


It offers better than gene 
ties, vested renewals an 


@ Exceptional opportun 
nesota and Ohio and 


@ Check up our record. 


Nati 


ral agency opportuni- 
d low cost insurance. 


ities are open in Min- 
a few in Wisconsin. 


nal 
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Home Office, Madison, Wis. 











100 PER CENT 


100 per cent. 


We consider every 


the “Blue Sunday 
business by 
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expended on Sub-Standard b 
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ave everything in the |i 
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you how 
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WATERLOO 
I. G. LONDERGAN 


Vice Pres. & Gen’i Mgr. 


EFFICIENCY 


Life men find our methods bring their efficiency up to 


man insurable and rate each case 
impairment and amount of risk involved 
* out of the life insurance 


helping you salvage your wasted energy 


usiness. 


fe game to offer. Let us 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


IOWA 
E. E. BROWN 


Agency Supervisor 
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tells him the fundamental 


tude. 
institution, discusses the 


tacts of 


He 


the 


making of rates, and the selection ¢ 
risks, so that the agent will have sor 
conception of the working of insurance 


Demonstrates Canvass 


After he has grounded the man on the 
essentials of insurance, he undertakes t 
show him how he makes a canvass. He 
diagnoses for him the case of a pros- 
pect, and shows how to fit the individuai 
need. He makes no attempt to explain 
all the different types of policies at 
first, but tells all about two or three oi 
the most important. He tells the agent 


to concentrate on these two or three 
polic ies at first, and to pick up the others 
as he becomes more tamiliar with the 


field. 

Mr. Kuciemba has a mimeographed 
presentation which he gives to the agent 
to learn. The new man must be thor- 
oughly familiar with this, so that n> 
matter where he is interrupted he can 
at once pick up the thread of his thought 
again. After he has learned this, he i 
given mimeographed replies to 22 of th 


most usual objections, for the agent 
must be prepared for the almost inevita 
ble refusal He must memorize these 


objections as well as the presentation, 
so that if he is interrupted at any point, 
with a question or an objection, he cat 
instantly meet it and swing right bacl 
into his canvass without loss of time 
He is also shown the value of getting 
the name correctly before introducing 
himself. 


Close Is Important 


It is more difficult to teach the new 
man just when the psychological mo- 
ment has come to close a sale, but Mr. 
Kuciemba tries to point out some of the 
indications that the prospect is being 
. ] . > ] 
convinced. He shows him how to take 
advantage of this, and just when to get 
up and push his pencil into the pros 
pect’s hand, with a request that he put 
his O. K. on the line. He never asks 


for a signature. When he gets this O. K 


he fills out a mimeographed slip which 
he carries for the doctor’s appointment 
He finds that the prospect takes the 


appointment more seriously if it is actu 


ally written down than if only a verbal 
appointment is made. All this is a part 
of the instructions to the agent. 

The new man will find his first expe- 


he is started in his owr 
and relatives 


rience easier il 
community among friends 


Mr. Kuciemba has him make a list of 
40 or 50 prospects, with reasons why 
each should have insurance, and shows 
him the value of planning his work 
He teaches him the proper close, and 
then takes him out to show how he 


\fter the new 
canvass, he 1s 


es an actual canvass. 
witnessed one 


ma! 
man has 


thrown altogether on his own resources 
for the next, Mr. Kuciemba merely 
watching, and reserving all comment 


until after the presentation. Finally, he 


insists upon a card system of keeping 
prospect records, as he has found that 
most efficient in his personal production. 


Some Figures Drawn 
From the List of the 
All Star Salesmen 


OSEPH J. JURMAN of the Metro 


politan Life at Roxbury, Mass., 

commerts on the all star edition of 
the “Insurance Salesman” in which the 
leaders in the various companies were 
given together with the amounts the 
produced. Mr. Jurman comments on the 
information gleaned from this issue as 
follows: 

“As a newcomer in the field of lile 
msurance | wa extreme] interested 
in the June issue of the ‘Insurance 
Salesmar particularly im the chart 
‘Who Was Who in 1923,’ containing th 
all star list of ordinary insurance agents 
in the country with the amounts ot 
paid-for insurance fo me, this chart 
was a fascinating study, and as m eye 
ral down the long columns of names 
ind figures they were suddenly ope ned 


to an appreciation tor the deeper and 


worthier lesson which lay behind this 


mass of figures. Pandora’s box was 
opened and out fw a host of those lit- 
tle creatures which plague us with their 


everlasting truth—the ‘law of averages 
A little bit of addition and division, plus 
a little patience, and this is what I 
found: 

“Of the all star agents mentioned, 


33 were college men, 33 had a high 
school education, and 15 a common 
school education. The total amount of 
insurance placed by these men was 
about $55,300,000, of which amount 
$25,300,000 was written by the college 
men, $21,000,000 by the high school 
men, and $9,000,000 by those with a 
common school education. The average 
placed per man for the college boys was 
approximately $766,000; the hig! 
school boys, $636,363, and for the gram- 
mar school children, about $600,000. Oi 
the men who placed $500,000 or over, 
12 went to college, 18 to high school 
and 7 to grammar. One million dollars 
and over were placed by 8 high brows 
7 medium brows and 3 with no brows 
at all. The average term of service or 
years in life insurance work already 
spent by these men is as follows: 8 
vears for the college men, 10 years for 
the ‘highs’ and 13 years for the ‘grams.’ 
The average term of service of all these 
men in their present companies is four 
vears. The average age of all these stars 
is 30 years. Once upon a time, 18 were 
salesmen, 6 insurance men, 3 lawyers, 2 
superintendents of schools, 1 principal 
of a high school, 3 teachers, 8 clerks, 
13 merchants and manufacturers, 1 
played the fiddle, 1 was a pharmacist, 


lor 


and so on. The classes mostly written 
were as follows: Business and profes- 
sional, 56; workers, 6; farmers, 14; ‘all 
classes,’ 14. 

“These are the figures I have found. 
The conclusions to be drawn from them 
I leave to minds wiser than mine. Yet 


I cannot help thinking that thus con- 


densed, others as well as myself, may 
learn a little lesson or give a littk 
thought which will lead us both to a 


better understanding of the finer things 
of our great profession.” 





BLACKBURN MAKES COMMENT 
(CONTINUED FROM PAGE 6) 
sentiment, common sense and commer 
cial acument which is interpreted so ad- 


nirably in legal reserve life insurance 
policies, ought to appeal to men and 
women everywhere, not alone to the 
impulses of the heart but also the grey 


describe as the intellect. 
importance to 
communi 


matter We 
\ business of so much 
individuals, alive or dead, to 


ties, to corporations and to traders, in 
vites into its fold high grade men wl 
believe in legal reserve life insurance 


and devote their lives to its development. 


rhese salesmen are familiar with forn 
ot policies and it 1s a part ot their train 
ing to know how to fit a policy to 
necessities and purposes of their clients. 


t 
These salesmen representing the con 
' 





+} " 
tie 


panies are ambassadors of thrift They 
ire the co-adjutors of the home ofhces 
of the more than 250 legal reserve lite 
insurance companies of the United 
States. They and their faithful prede 
cessors have been instrumental in creat 
ine 30,000,000 American estates repre 
senting the enormous aggregate otf 340, 
000,000,000, 
An Infant Industry 

Notwithstanding this remarkable re¢ 
ord the field has scarcely been touched 
\ccording to Dr Huebner, the lite 
values of America represent six or eight 
times the total worth of all the tangible 
property in this, the richest land in the 
world 

Phe organized beneficence we call lite 
insurance is truly an inmtant industry 

Phere s an ever widening field ot 
pportunit for establishing content 
ment creating and maintainmimne 
homes, for cementing ftamily tires, tot 
creati potenti ]l estate nd tor pro 
ect r men and communities of met 
mainst the economic death which men 
ces the life values built around Fait! 
Hope and Love 

And all the while it should be remem 
hered that the greatest ot these 1s Love 
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PEOPLE’S LIFE BUILDING 


A. E. Sullivan 
State Supt. Indiana 
5866 Lowell Ave. 
Indianapolis, Indiana 


Back In Harness 


Vacation days are about over. The call of the wild-has abated 
somewhat. The lure of the open road is not quite so strong. Most 
everyone is back at work, ready for greater efforts than ever before. 
Now is the time to sell insurance. Conditions are much better. 
Money is easier. Are you going to make production for the re- 
mainder of 1924 something to be proud of, something to be talked 
about? You should. Agents of the Peoples Life are out to set a 
production record. And they are going to do it. Why? Because 
they have the inspiration, the policies, and a company which will 
give them every possible aid in putting this over. With such a 
line-up they cannot fail. 





IN SURAVCE COMPASAZ 
Chicago, Illinois 


M. J. Higgins - og a 
enry Lichtig 
Generel Agent State Supt. Illinois 
Chicago Room 304 People’s Life Bldg. 
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Deposit Premiums 
in Your 


Local Bank 


Do not send your Premiums 
to the *“‘Home Office’’—De- 
posit them with your **‘Home 
Banker.”’ 

We keep our Money and 
make our investments in 
Your Local Territory. 

Write us for 

General Agency Territory. 
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H. K. Lindsley Frank B. Jacobshagen 
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FIELD SUPERVISOR 
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\ AW FORGET IT! 
G2) _) WE'RE ON OUR 
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MAKING A VACATION PAY — CHAPTER 2 


ILLINOIS MANAGERS WANTED 


At Bloomington — Freeport — La Salle 
Elgin — Peoria — Springfield 
Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 
LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 


SESERVE LOAN LIFE 











INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 
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